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LEADERSHIP 





MEEN naturally follow the 
leader. An athlete, an outstanding success in busi- 
ness or industry, a genius in literature—each of 
these is admired and respected by men, and each 
sets a standard to be followed. 


@, And so it is with life insurance companies. The 
leaders set the pace and maintain the standard 


of quality. 


Agents representing the Illinois Life are proud 

of the standing of their company. They know 
that when better policies are devised the Illinois 
Life will have them. 


@_ Illinois Life men know that their company is 

a leader; that it is constantly improving its 
methods of operation. Illinois Life men have faith 
in their company and its ideals. 


The Illinois Life—a leader 


Illinois Life Insuranee Co. 


Illinois Life Building Chieago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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surance Company, who are its sole owners, 
added a million dollars to the great reserve fund 


needed for their protection against the hazards 


of life and business — 


present and future. 


ok ok 
* 


Happily, more and more per- 
sons have a new understand- 
ing of what life insurance 
promises, what it can do and 
what it does do. They are 
learning that it does many 
different things equally well. 
While the original purpose 
—to take care of the bread- 
winner’s dependents in event 
of untimely deat h— has 
never been lost sight of, to 
day life insurance is largely 
and directly concerned with 


the business of living. 


Total expenditures for Health and Weliare Work among Policy 
holders in 1928 











l‘inancial Report to Policyholders 
for Year Ending 
December 31, 1928 


CR ati ee inte Giee.a oe ka Oe $2,695,475,965.64 
Liabilities : 
Statutory Reserve ....$2,346,775,847.00 


Dividends to Policy- 

holders payable 1929... 
All other liabilities. . 
Unassigned Funds .. 


77,138,725.33 
111,485,393.38 
160,075,999.93 


$2,695,475,965.64 


Increase in Assets during 1928. . .$306,828,329.32 
gS eee 743,412,385.21 
Gain in income, 1928............ 92,343,796.78 


Paid-for Life Insurance Issued 
Increased and Revived in 1928.3,259,181,384.00 


Total Bonuses and Dividends to 
Policyholders from 1897 to and 
SE CE dS veccccce setae 448,523,599.20 


Life Insurance Outstanding 


Ordinary Insurance ........... $7,825,652,878.00 


Industrial Insurance (premiums 
payable weekly or monthly).. 6,297,013,786.00 


Group Insurance ............. 2,249,289,338.00 
Total Insurance Outstanding. . . 16,371,956,002.00 
Number of Policies in Force... 42,329,281 


(Including 1,301,569 Group Certificates) 








Trained nursing care for sick Policyholders in 1928 


Health pamphlets distributed free in 1928 


HALEY FISKE, President 








A Million Dollars a Day 


VERY business day in 1928, the 26 million 


policyholders of the Metropolitan Life In- 


NE form of life insurance provides educa- 
tion for children at the very time when their 
education costs most... Another kind of policy 
tides over enforced idleness because of accident 


or sickness. Another form of policy, paid for in 


regular installments, is a 
sound financial investment 
as well as a protection. 

*: P *: 
Imployers and employees 
join together in buying 
another kind of insurance 
which provides leisure and 
freedom from financial 


worry in later years. 


Business men build needed 
credit for business with life 
insurance policies ... Final 
payments on homes are 
made certain by insurance. 
About one person in every 
five in the United States and 
Canada shared in the Metro 
politan’s greatest year of 


service. 


$5,953,211.12 


3,771,939 visits 


48,232,101 copies 


FREDERICK H. ECKER, Vice-President 


The Metropolitan Life Insurance Company is a mutual organization. It has 
no stock and no stock holders. Its wealth is owned solely by its Policy holders. 


METROPOLITAN LIFE INSURANCE COMPANY, NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each year. 


“Not best because the biggest, but biggest because the best’’ 
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OM WISE is creating a new yardstick—one 

with which to measure the qualifications of 
insurance counsellors and solicitors. He places 
faith as the first essential on his yardstick because 
he believes that the man who goes into the in- 
surance field must, first of all, believe in the power 
of life insurance and of the company with which 
he is allied. He must believe in the service it ren- 


.ders in meeting the inevitable emergencies pre- 


sented by death, disability and old age, and must 
believe in his own ability to administer this 
service. 

A man may be an able salesman, but he cannot 
hope for continued success in the life insurance 
field if he thinks of his work simply as a selling 
job. He must have the “eye of faith” that looks 
into the future and sees the life insurance policy 
stepping in to meet emergencies, filling the place 


CAREY G. ARNETT, President 


of the discontinued salary, providing comfort and 
plenty, homes and education where otherwise 
would be privation and distress. He must see life 
insurance preserving the economic balance, carry- 
ing on in the place of the wage earner, completing 
the plans and bringing to realization the dreams 
that had to be laid down. 

Tom Wise says that to be successful the insur- 
ance field representative must believe in the ability 
of his company to understand and meet the needs 
of his clients and to make insurance 
render its fullest service to them. The 
man who goes into the field with faith 
such as this, works with an enthusi- 
asm and confidence that cannot fail to 
inspire his clients with a similar con- . 
ception of the power and value of life rl 


; i 5 
insurance. Sas ea 





Insurance In Force Over One Hundred and Sixty Million Dollars 
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family has plent because 
some insurance man had | faith 


INTER-SOUTHERN LIFE INSURANCE CO. 


HOME OFFICES, LOUISVILLE, KY. 
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Thirty-Third Year No. 8 


PAUL CLARK TALKS AT 


Explains Overlapping Advantages 
of Optional Settlements and 
Trust Agreements 





USES FOR BOTH PLANS 





Argument for Elasticity and Ability to 
Draw From Principle Can 
Be Overworked 





At the 
trust company division of the 
Bankers’ Association last week in 
York, Paul F. Clark, 
National Association of Life Underwrit- 
ers, spoke on “The Overlapping Advan- 
tages of Optional Settlements and Trust 
Agreements.” 

Mr. Clark said that life 
optional settlements could provide 
for the income which formerly 
and that 


mid-year conference of the 
American 
New 


president of the 


insurance 
satis- 
factorily 
came in fixed 


form of salary 


insurance trusts should be used to pro- ! 


vide the fluctuating or extra income 
which successful business men received 
proportion to their at irreg- 
ular intervals. 
Mr. Clark, in part, said: “It seems to 
me that it is of the essence of successful 


success 





cooperation between trust officers and 
lie underwriters in the future years that 
they should both appreciate that optional 


settlements under life insurance con- 
tracts and the handling of life insurance 
proceec Is under trust agreements are not 


susceptible of having a sharp line drawn 
between them so that we can say that 
| T 

all of this sort of cases should have the 


proceeds handled by the life insurance 

mpany and all the other sorts should 
them turned over to a trust de- 

partment under a trust agreement. 


Both Can Be Used 


hav e 


“In other words, my subject puts 
I think that option settlements and 
trust agreements have overlapping ad- 
vantages and that both of them can be 
us sed to advantage in almost every case. 
“It is equally true in my judgme it 
that some part of a man’s life insurance 
Proceeds will generally be needed in 
‘ump sums to clean up after him or to 
V tor immediate emergencies re- 
sash and not needing the services 
led advisor. 
pre of our 


; as 
it 








families are not go- 


§ to differ so materially after we have 
Passed on from what they are while we 
are living and earning. A large propor- 
“on of successful business men have 







*s. Some have several salaries but 

roportion to their success, they are 
°0 In rece ipt of earnings or profits or 
ome ich does not come to them in 
regular fixed way in which they re- 





tt ive th salaries. Just as the income 
therefore i is partly rigid and partly elas- 
me 7 the needs of their families 


lps met out of fixed income covering 
rerhaps necessities and comforts in a 
- a way, and partly out of more elas- 
© mcome out of which many of the 
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| JANUARY RECORD 


MATERIAL INCREASE IS SEEN 


| Association of Life Insurance Presi- 


dents Gives New Business for 


| 
| First Month of 1929 


all previous records for 
January, the volume of life insurance 
produced last month was 18.6 percent 
higher than in January, 1928. The 
amount of new business in January is 
usually one of the low marks of the 
year, yet the month’s production this 
year exceeds the average monthly pro- 
duction for 1928. Each class 
ness—ordinary, industrial and group 

has established a new record for the 
month. The January production this 
year was 19.3 percent in excess of Janu- 
are, 1927, and more than double the 
amount of new business written in 


Surpassing 





of busi- 


January, 1922. These facts are shown by 
a statement forwarded by the Association 
| of Life Insurance Presidents to th 
| United States Department of Com- 
| merce. The report is an aggregate of 
| the figures of 44 member companies 
| having in force 82 percent of the total 
| insurance outstanding in all United 


States legal reserve life companies. 


New January Business 


paid-for business—exclusive 
increases and dividend addi- 
amounted to 
against 


The new 
of revivals, 
tions—of these companies 
$1,024,478,000 in January 
3,060,000 in January, 1928 
| 000 in January, 1927, and $470,944,000 in 


as 


SSO $S803,764,- 


January 1922. Ordinary insurance it 
} January, 1929, amounted to $659,843,000 
against $580,462,000 in 1928, the pre- 
| vious high for January; industrial was 
| $265,998,000 against $236,303,000 in 
| 1929, the previous high, and group in- 
| surance was $98,637,000 against $94,- 
| 445,000 in 1927, the previous high. 

| luxuries which may have come to be 


considered as comiorts or even neces- 


sities are provided. 


Overcomes Elasticity Argument 


“To my mind the argument that elas- 
ticity and ability to draw from principal 
are necessary to provide for unforeseen 


emergencies may easily be overworked 
because if the salary is adequate, it has, 
during the husband’s life time, been 


made to provide for many emergencies: 
and if the fixed life insurance income left 
to the surviving family is anything 
adequate, they can take care of most of 
the emergencies that will arise. 

“But I suppose it is safe to say that 
as earning power grows beyond the point 


like 


|of actual needs, and as one’s estat 
| grows in volume, the family needs dur- 
|ing the husband’s lifetime more and 
| more guidance and discretion in the 
| proper use and accumulation of funds 
|and the same will be true after he is 
gone. 
Best Served by Combination 
“Therefore, I am strongly of the opin- 


that the ideal for the well-to-do 
not only as regards life insurance 
but any other estate left for 
and comfort, will be best 


ion 
family 
proceeds, 
its support 


TRUST MEN’S MEETING | WAS SPLENDID ONE | 





CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, FEBRUARY 22, 1929 


| SEEK TO LOWER LAPSE 


COMPLETE DATA REQUIRED 
Sets 10 Percent as Maximum Commis- 
sion on Renewals on Lapsed 
Business 


CAN, 


OTTAWA, Feb. 21. 


steps 


are being taken in Canada to prevent 
the excessive lapse ratios which many 
life insurance companies have been re 

the past few year A new 





porting in 
bill has been introduced in the house of 
commons of Canada which provitles 


there 


that in every annual statement 
must be given the number and amount 
of policies which have lapsed during 
the preceding year, and what proportion 
oi the policies have been renewed. 

The bill further provides that “ir 
every case where an application is mad 
or solicited for the renewal of a lapsed 
policy, the commission or A cthedbee. t 
be charged by the company or paid 
allowed to any agent, broker or other 
yerson, firm or corporation for procut 





ing or making the application, or for 
the issue of the renewed | ! 
not exceed 10 percent of 





commission or allowance paid on tix 
hen first issued, 
holder of a 
‘ication for its renewal, 
shall, if he passes the require 
examination, reissue the sai 
upon payment of the premiums 
with simple interest at a rat 
exceeding 5 percent.” 


ler 
lad poe 


poli 
arrears 
of not 


Regulation Necessary 


¢ explanatory note which is at 
i to the new 

the large amount of laps 
yn trates the necessity of 
partment powers to examin 
ness of these insurance compan 
protect not the government in the 
matter of but also the policy 


( 


y 
the 
i 


only 





revenue, 

holders. “The widest powers must be 
given to the superintendent so that ther 
“an be proper reculati of 9 4 ore 
companies that we “seen 4 Canada. I: 
some years in the past pretty nearly 
half of the new business written lapsed 
during the year. The figures for 1921 
and 1922 are disappointing. Over 40 
percent of the gross new business writ- 
ten was surrendered. 

“Some adequate system of inspection 
should be inaugurated in the interest 
of the policyholders. That inspection 
should include a government actuary 


to the department th 
lost through lapsing 


taken 


who could report 
amount of 
and what steps have been 


business 


policies, 








| by the companies to protect the policy 
holder and to encour age him to renew 
any lapsed poli 
served with a combination of fixed sal 
ary received under our option settle- 
ments and an elastic and discretionary 
income, with principal used as needed, 
under your trust agreements. ; 

“This matter interests me most trom 

the angle of cooperation because I think 
it is foolish to waste any time discussing 





the relative merits of these two methods 
of handling life insurance proceeds when 


(CONTINUED ON LAST PAGE) 
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| TRUSTEED INSURANCE 
RATIO IN CANADIAN BILL | 





bill it is said that | 


PROCEEDS DISCUSSED 


Bankers and Life Insurance Men 
Attend New York 
Conference 


IMPORTANT IN BUSINESS 


Clark and Seefurth on Program With 
Trust Officers—Clarify Many 
Problems 


NEW YORK, Feb. 21.—Trusteed life 
insurance proceeds as well as the insur- 
ance company’s optional settlements 


came up for a thorough and comprehen 


study during the closing session of 











the mid-winter conference of the trust 
company division of the American Bank 
ers’ Ass ition last week in New York 
rust officials, insurance trust experts 
and life rance underwriters attempted 
to tear away the shroud surrounding the 
trusteeing of life insurance by simple 
and clear illustration. 

William S Miller, vice pre sident ol 
the Northern Trust Company of Chi- 
cago, sounded the keynote of the morn 
ng by discussing the practical problems 
er re ness insurance trusts, 
the sul t « ss insurance as per- 
tainu to ciose corporations, partner 
ships and sole proprietorships, being 
considered t mi form to 
the trust ofhcers i 

Furnishes Purchase Price 

Nathaniel Seefurth, insurance trust 
specialist of New York and Chicago, in 
speaking on the tests of a sound busi- 
hess insurance trust agreement 4 my hne 
one of the most important uses - busi- 
ness insurance is to furnish the an lase 
price, at the death of a stockholder, part 

r or proprietor, to enable his surviving 
business associates to take over his in 
terest at an agreed valuation. “The 
ugreement entered into by the partie 
should be a trust agreement appointing 
a competent trust company as trustee 
in order not to give either side an undue 
dvantage,” he said, characterizing the 
situation as an opposing one, namely 
between the deceased stockhoider’s es- 
tate and the surviving parties, when 
the stockholder dies. As a remedy for 
thi an outside independent agency 
should be appointed to supervise the job, 
and this, he recommended, is a job for 
the trust company. 

Guaranteed by Small Amount 

Mr. Seefurth gave a brilliant analysis 
rf und trust agreement emphasizing 
the importance of me definite means 
of financing the purchase of the interest 
of the deceased stockholder or partner 
and this, he said, can best be done 
through life surance because the neces- 


sary capital can be guaranteed through 
sits of a comparatively small 
mount. He recommended that the es 
tate ota ed stoc khold er should 
reimbursed for the premiums. In 

(CONTINUED ON LAST PAGE) 
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W. J. GRAHAM ADDRESSES 
PERSONNEL ASSOCIATION 


INSURANCE, PENSIONS TOPIC 


Tells How Employers Cooperate with 
' 
Employes to Prevent Poverty 
in Old Age 
ities 
William J. Graham, second vice-presi- 
dent of the Equitable Life of New York, 
in an address on group insurance and 
pensions delivered at the dinner of the 
Pittsburgh Personnel Association and 
attended by members of the Edward A. 
Woods Company and other prominent 


representatives of business and industry 
stated: 


in the Pittsburgh area, 
“When the industrial history of our 
mechanical age is written it may be 


found that the great industrial advance 
was not in mass production, or in im- 
proved machinery, or in startling in- 
ventions, but in a new order of coopera- 
tion between employer and employe 
based on a new concept of mutuality 
of interest and of responsibility. 
Industry More Secure 


“Out of this new relationship fostered 
by such great bodies as the Pittsburgh 
Personnel Association, industry emerges 
the more secure because the employe 
has been established in a new order of 


industrial and social recognition and 
security. What the employer has given 
up in a sense of overlordship or an 


arbitrary right to operate or not to oper- 
ate without regard to the effect on the 
individual workman, he is the richer for 
in the surrender. 

“Enlightened employers re cognize not 
only the obligation to assist in safe- 
guarding the income of the employe 
through fair wages and good working 
conditions but also the opportunity to 
assist in protecting the income as far as 
possible through sound plans of thrift, 
insurance and pensions. The human ap- 
peal for such service is obvious but the 
ability of the employer, in a competitive 


world, to respond to impulses of finan- 
cial generosity is severely limited. For- 
tunately, cooperation in reasonably safe- 


guarding the pay envelope pays its own 
way. 
Answer Is Insurance 

“The general answer to the question 
of providing cz pital for the uncapitalized 
must be found in insurance, which is a 
plan worked out according to the law of 
probabilities to take small toll from the 
income of the contributor. Insurance 
itself presents the anomaly of being most 


needed as a substitute for capital by 
those having the least in the way of a 
secured income with which to buy it. 


The most striking example of helpful 
insurance cooperation in protecting the 
American workman is presented in 
group life insurance, which today is esti- 
mated to supply $8,000,000,000,000 to 
protect employe s against the contingency 
of death or of total, and permanent disa- 
bility. 

“The result of the growth of group 
life insurance has been to lend great 
stimulus to other plans of insurance for 


employes. Conspicuous among such 
plans is the so-called salary allotment 
or salary deduction scheme by which 
employes are encouraged by the em- 
ployer to buy forms of life insurance 
needed to supplement the group life 


insurance and needed more where there 
is no group life insurance. 
Pension Policies Available 


“Group pension policies, providing 
systems by which group annuities may 
be utilized for the protection of the em- 
ployes against dependent old age, are 
now being offered by the leading group 
life insurance companies. Pensioning by 
a system of supplying funds to the em- 
ployes in later years which have been 
contributed largely by the employe him- 
self during the employment period 
through some sound savings plan or 
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CHANGES ANNOUNCED. 
IN OFFICIAL FAMILY 


MORE UNIFORMITY IS SEEN 


Aetna Life and Affiliated Companies 
Elect Many Officers to Be in 
All Units 


Rawdon W. Meyers has been elected 
vice-president and comptroller of the 
Aetna Life, Aetna Casualty and Auto- 
mobile. Oliver R. Beckwith was elected 
counsel of the three companies. William 
H. Dallas was elected assistant vice- 
president of the Aetna Life. E. J. Perrin, 
Jr., was made vice-president of the 
Automobile. J. K. Becker becomes vice- 
president of the Automobile and R. E. 
Hall was elected associate counsel of 
the three Aetna companies. 

W. I. Morrow was named assistant 
secretary of the accident and _ liability 
department of the Aetna Life. The 
officers of the Standard Fire have this 
year been elected to similar positions in 
the Automobile of Hartford. J. 
Hooker, vice- -president, and A, J. Towne 
and W. S. Hart, assistant secretaries of 
the Standard, were elected to similar 
positions with the Automobile. 


Making for Uniformity 


The Aetna Life, which organized the 
Automobile in 1913, acquired control of 


the Standard Fire in 1924 and these 
companies since that date have been 
operated each under its own manage- 


ment with the exception that Morgan 
B. Brainard was president of both. With 
a view to tightening the alliance of the 
companies the Automobile directors 
teok their action and similar action is 
expected of the Standard directors later. 

Mr. Meyers organized the Aetna 
3urglary Insurance Company in 1908, 
having been formerly with the Na- 
tional Surety. He was elected assistant 
secretary in 1911, secretary in 1914 and 
vice-president of the Aetna Casualty in 
1924, 

Joined Aetna Force in 1910 


Mr. Beckwith joined the Aetna in 
1910 and after several promotions was 
elected counsel of the Aetna Casualty 
in 1917. He left the group in 1922 to 
become general counsel of the London 
& Lancashire Indemnity and became its 
president in 1926, He renewed his con- 
nection with the Aetna in June, 1928, 


Mr. Dallas formerly was with the 
Northwestern Mutual Life of Milwau- 
kee, and later was with the Atlantic 


Life of Richmond. He joined the Aetna 
Life in May, 1925, as superintendent of 
agencies and was, placed in charge of 
the company’s underwriting in July, 
1928, and will continue in charge of this 
department under his new title. 

_Mr. Perrin has been with the group 
since 1914 while Mr. Hall joined the 
Aetna organization in 1920, 








some contributory group pension policy 
is clearly forecast as one of the popular 
and workable w ays of meeting the ques- 
tion: ‘What are we going to do with the 
workers superannuated in industry?’ 
The responsibility of safeguarding the 
employe against the hazard of dependent 
old age when he is no longer able to 
hold his job efficiently is the only in- 
dustrial obligation in which it may be 
fairly stated that the American em- 
ployer has defaulted. 

“However, more than 400 progressive 
industrial organizations in this country 
have definitely announced plans provid- 
ing for or assisting their employes in 
old age, generally on the non-contribu- 
tory or service pension basis. For the 
future emphasis should be given to thrift. 
Security for the wage workers in old 
age calls chiefly for organized coopera- 
tive and assisted thrift; for the or- 
ganization of means whereby the wage 
workers will be enabled automatically to 
privide for themselves in old age largely 
out of their own wages.” 


QUALIFICATION LAW IN 
ILLINOIS IS ASKED FOR 


CHICAGO ASSOCIATION MEETS 


Big Attendance at Field Men’s Session 
—Educational Course on Life In- 
surance Trusts 


A resolution in favor of a qualifica- 
tions law in Illinois was passed at the 
monthly meeting of the Chicago Asso- 
ciation of Life Underwriters this week. 


The resolution provided the matter be 
referred to the board of directors for 
immediate action, as the legislature is 


now in session. 
It was announced at the meeting that 
the field men’s division of the associa- 
tion now provided for in the by-laws 
will shortly be organized. The division 
will consist of one field man from each 
general agency or branch office, elected 
by the field men in that office who are 
members of the association. If no 
election takes place within 30 days the 
division will make its own selection. 
The division wll hold independent meet- 
ings, aside from the association meet- 
ings. The managers now have their own 
association which meets separately, 
although not as a division of the as- 

sociation. 
Big Crowd 


The attendance was the largest for a 
long time, the big ballroom of the Hotel 
La Salle being filled. B. Jacobs, the 
vice-president, who is a field man, pre- 
sided, the meeting being devoted to the 
field men. 

The speakers on the program were 
C. A. Peterson, vice-president of the 
Mutual Trust Life; K. B. Korrady, man- 
ager Connecticut General; W. W. Wil- 
liamson, general agent Connecticut 
Mutual; S. T. Chase, general agent 
Connecticut Mutual, and E. B. Thur- 
man of the Missouri State Life. 

Mr. Peterson spoke on the value of 
organization. He said that on a recent 
visit to Des Moines he found the hotel 
packed to the roof and was told it was 
due to two conventions, one of the 
clothiers of Iowa and the other of the 
hardware men. In Omaha the same 
condition prevailed, due to similar con- 
ventions of Nebraska retailers. He re- 
ferred to the organization of lawyers and 
doctors and pointed out that in all lines 
cooperation has been found valuable. 
He said life insurance is the greatest 
cooperative business in the world and 
its exponents should cooperate. He 
described the conditions that prevailed 
in the field in the early days and gave 
the National association credit for the 
vast improvement that had taken place. 


Turned Out 


Course on Trusts 


Dr. Roy L. Davis made an announce- 
ment regarding the “Life Trust In- 
stitute” that will be held in Chicago, 
beginning in March and holding one 
session a week for 12 weeks. The 
institute is open to members of the as- 
sociation, but the number is limited for 
the first series. A fee of $25 will be 
charged. The institute will deal with 
phases of life insurance trusts, with 
such speakers as Clay Hamlin, the big 
personal producer of. Buffalo, N. Y., Dr. 
S. S. Huebner and some bankers and 
insurance men who have taken a promi- 
nent part in the evolution of the life 
insurance trust. 
Should Compensate Agents 


Speaking from the floor C. F. Axel- 


son called attention to an effect of 
the modification proposed in the life 
insurance laws of New York. He said 


that the effect of the changes will be 
to reduce life insurance premiums about 
10 percent on some policies and de- 
clared that commissions’ should be 
raised in such cases so as to give the 
agent the same commission per $1,000 
as under the old rates. His remarks 
} were received with applause. 
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RESOLUTION. ASKS THA THAT 
DETRICK BE RETAINED 


PETITION MADE TO GOVERNOR 
Life Men Propose That California Com. 


missioner Be Retained Till Con- 
vention in September 


SAN FRANCISCO, Feb. 21.—Liie 
underwriters of San Francisco and Oak. 
land met together Tuesday at their 


annual joint conference and adopted a 
resolution petitioning Governor C. C 
Young to retain Insurance Commis. 
sioner Charles R. Detrick in office until 
after the September meeting of the N Na 
tional Convention of Insurance Commis. 
sioners, basing their plea on the ground 
that Commissioner Detrick is president 
of that body and should be allowed t 
complete his term. The resolution 
which was transmitted to the governor 
following the meeting, read in conclud- 
ing: “Further, that we respectfully urge 
his continuance in office until such time 
as his term as president of the Conven- 
tion of Insurance Commissioners js 
completed and until he will have had 
the opportunity to preside at the first 
International Convention of Insurance 
Commissioners which convenes in To- 
ronto, in September, 1929.” 


Had Big Attendance 


A letter setting forth the contentions 
of the life underwriters accompanied the 
resolution and was signed by Vining T 
Fisher, repre senting Oakland, Frank P 
Ebertz as vice-president of the San 
Francisco Life Managers Club. 

More than 400 attended the morning 
session and afternoon departmental 
meetings which proved to be among the 
most interesting yet held by the two 
organizations in recent years. 


NATIONAL OF VERMONT 
HAD PROSPEROUS YEAR 


Vermont has 
showing 


The National Life of 
published its statement 


assets 


of $22,615,356, increase $9,967,665, sur- 
plus $6,766,765, increase $768,230, pre- 
miums $18,182,682, total income $27, 
152,904, paid policyholders $13,201,577, 
total or $17,745,920, new 


business $75,187 increase $1, 
business in force $565,606,406, 
$32,866,999. The National Life has paid 
policyholders since organization $210,- 
193,791. The dividends to policyholders 
this year amount to $5,180,309, by far 
the largest in its history. This 
an extra dividend amounting to 20 a 
cent of the regular dividend. This is th 
third such extra dividend to be — 
by the National Life during the last f 
years. The company has made great 
progress in every way. 





: 1 
in cludes 





Ludlum for Director 


Ludlum, vice-president of th 
Home of New York, will be presente 
for election as director of the Unite 
States Chamber of Commerce to fill the 
vacancy caused by the death of Hart 
A. Smith. A number of organizat! 
have signed petitions in Mr. Ludlum: 
behalf. He has been a member of - 
advisory insurance committee of 
chamber for a number of years. Mr 
Ludlum would make a very acceptable 
director in every way. 


ae 








Banker on Central Life Board 


Ray Nyemaster of Davenport, pres 
dent of the Iowa Bankers’ Associatio® 
and vice-president of Iowa's large 
bank, the American Commercial Savi 
bank of Davenport, has been named # 
director of the Central Life of De 
Moines. : 

Mr. Nyemaster succeeds Dr. D W 
Smouse, formerly a prominent low 
physician but who for several years has 


been residing in California. 
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MORTALITY RESULTS 
FOR 1928 REVIEWED 





Metropolitan Life Analyzes Expe- 
rience as Seen in Its Indus- 
trial Policyholders 


INFLUENZA EFFECT SEEN 


Automobile Accident Death Rate 
Showed Slight Decrease in Com- 
parison with That of 1927 





The Metropolitan Life through its sta- 
tistical department reviews the mortality 
conditions for 1928, its death rate among 
its 18,000,000 industrial policyholders be- 
6 per thousand. This was 2.4 per- 
cent in excess of that for 1927, which was 
the lowest ever recorded in the organi- 


ing 8.6 


zation. The first quarter of 1928 started 
well, but as time went on the health 
situation became less favorable. There 


was a small rise from influenza and 
pneumonia in March, and in April and 
May the mortality from these diseases 
increased sharply. 

Good Record Was Smashed 


By the end of the first half of the 
year the record for the six months was 
not as good as 1927. The record for 
the third quarter was distinctly good. 
Late in November another influenza out- 
break occurred. The December death 
rate for influenza and pneumonia was 
15.12 per 100,000. The high mortality 
from these diseases was instrumental in 
raising that for organic heart disease. 
Influenza and pneumonia thus distorted 
the otherwise favorable trend of mor- 
tality for the year. 

Lower Death Rates from Some Causes 


The expectation of life among wage- 


earners seems to be higher than ever | 


before. Typhoid fever, scarlet fever, 
diptheria, tuberculosis, diarrheal com- 
plaints, puerperal conditions established 
lower death rates last year than ever 
before. The death rate for tubercu- 
losis last year showed a drop of 4.1 
percent from the former minimum of 
93.8 per 100,000 people established in the 
preceding year. The death rate from 
tuberculosis of the respiratory system 
which causes approximately nine-tenths 
of all the deaths from tuberculosis dis- 
-_ has declined 61 percent since 1911. 
The influenza epidemic extended into 


1929 and effected the death rate early | 


in the year. In spite of the influenza 
epidemic the mortality ratio was only 
*0 percent of the rate in 1920, 44 percent 

11919 and 17 percent of the great epi- 
demic of 1918, 


Diabetes Death Rate Increases 


_ The diabetes death rate grows for the 
fourth consecutive year. In 1928 17.8 
Per 100,000 people is the maximum in the 
Metro; olitan Life’s experience. The 
death rate for organic heart disease rose 
to 143.4 per 100,000. This marks an in- 
crease of 6.5 percent over the 1927 figure. 
In 1919, the year immediately following 
he great influenza pandemic, there was 
420 percent drop in the death rate for 
cardiac conditions. This was, no doubt, 
due to the fact that the deaths of a 
great many people with diseased hearts 
Were hastened by attacks of influenza or 
Pneumonia, After that the cardiac death 
tate began to rise and there has been a 
Steady upward trend since. 


Cancer Situation Is Worse 


ait cancer situation continues to grow 
ne nitely worse. The death rate last 
ar was 76.4, the highest recorded in 


oe} Metropolitan Life’s experience. Can- 
'S Now outranked as the cause of 








COMPILATION SHOWS PNEUMONIA AND 
INFLUENZA AFFECTED MORTALITY RATIO . | 


| 








HE life insurance companies suf- 
"Tiered greatly from the recent 
pneumonia and influenza epidemic, 
according to data compiled by THE 
NATIONAL UNDERWRITER. There have been 
a great many confusing reports on the 
subject, some of the companies admit- 
ting high mortality losses while others 
denied them. 
THE NATIONAL UNDERWRITER in an 
effort to get an accurate slant on the 


situation, sent out letters to the various 
actuaries asking for the figures showing 
the situation. 


An accurate tabulation of the infor- 
mation secured is impossible, but there 
are enough cases to indicate a decided 
upward trend in the mortality rate in 
January due to pneumonia and influenza. 


Sharp Increase in January 


The details, tabulated, show 120 
deaths in December, 1927, due to influ- 
enza and pneumonia as compared to 
222 in December, 1928, while the amount 
of losses during the same period in- 
creased from $352,901 to $917,621. Dur- 
ing January the epidemic became more 
prevalent and the number of cases in 
that month during 1929 from 200 in- 
creased in December, 1927, to 649 in 
December, 1928, while the amount of 
claims increased from $361,669 to $2,- 
149,769. The claims of the companies 
reporting the two months together 
show that the influenza and pneumonia 








losses increased from 132 to 455 in 
number and from $216,506 to $893,252 
in the amount of claims. 
Dec. 1927 Dec. 1828 
No. $ No. $ 
14 ee 18 ee 
3 6,370 8 32,980 
ic ee 1 2,000 
5 9,908 17 47.026 
1 1,000 3 13,000 
4 8,385 5 5,000 
1 300 3 1,900 
e- 6,500 . 17,700 
1 1,000 8 8,521 
10 a*k 11 23 
4 4,500 5 16,000 
ee ees 3 4,000 
18 181,000 36 211,900 
20 57.533 31 450,500 
11 . 17 cee 
14 . 18 —s8 
11 47,745 14 75,500 
i ‘ 6 5,092 
1 cen 1 ee 
2 2,276 17 17,285 
26,384 - 9,217 
Total 120 $352,901 B22 $917,621 
Jan. 1928 Jan. 1929 
No. $ No. $ 
36 ee 86 Te 
7 14,946 19 51,558 
2 2,000 19 40,000 
4 6,500 18 39,587 
1 10,000 5 9.500 
1 2,000 6 8,500 
1 200 7 4,950 
eo 8,500 _ 15,600 
1 1,000 5 37,500 
12 ns 35 acti 
3 2,104 12 23,547 
2 3,500 2 4,500 
37 134,100 160 1,111,000 
28 117,769 100 463,688 
9 ee 43 eo 
36 86 i 
13 48,357 24 250,741 
1 2,000 4 4,674 
1 FRO 7 on 
5 5,000 11 18,716 
‘ 3,693 “ 65,708 
Total 200 $361,669 649 $2,149,769 








Total Total 
Dec. 1, 1927 to Dec. 1, 1928 to 
Jan. 31, 1928 Jan. 31, 1929 
No. $ No. x 
33 114,100 100 
6,500 13 . 
2 3,000 5 J 
5 9,121 18 60,671 
13 se 41 ae 
: 3,000 by 25,570 
15 35 95,100 
a a 13,500 
4 24 93,201 
jel nh 9,110 
6 17 35,500 
°° 13,000 
A 10, 000 ‘ 15,250 
5 72 
40 130 
Total 132 $216,506 455 $893,252 
Aetna Life Reports 
The Aetna Life reports that in De- 
cember, 1927, it had one claim for death 
from influenza amounting to $5,000, 
while in December, 1928, there were 
nine, amounting to $162,000. In Janu- 
ary, 1928, there were five influenza 
claims amounting to $21,469, and in 


January, 1929, there were 45 cases with 
$223,327. 

The pneumonia claims were 19 in De- 
cember, 1927, with $52,533 and 22 
claims with $288,500 in December, 1928. 
The January claims increased from 
for $96,300 in 1928 to 55 with $240,361 
in 1929. 

A. C. Washburne, actuary for the 
Berkshire Life, reported: “The prevailing 


or 
0 


epidemic of pneumonia and influenza 
did not materially affect our mortality 
until January, 1929, during which month 
it was 81.5 percent of the tabular ex- 
pected. During the corresponding 
month, 1928, it was 55.5 percent, a dif- 
ference of 26 points.” 


Penn Mutual Gives Figures 


The Penn Mutual Life reported that 
during the months of December, 1928, 
and January, 1929, the deaths from in- 
fluenza and pneumonia caused 63 per- 
cent of the death from all causes, against 
5.7 percent for the same period a year 
ago, 5 percent for the last three 


and 7.! 
years exclusive of this year. 

The Northwestern Mutual Life re- 
ports that in the entire year of 1928 the 
ratio of actual to tabular losses was 
56.6 percent as compared to 48.8 per- 
cent for 1927. 

Metropolitan Hard Hit 


The Metropolitan Life, in its statisti- 
cal bulletin says: “The death rate rose 
sharply in December, reflecting the 
wide prevalence of influenza and pneu- 
monia, which, jointly, were responsible 
for one-sixth of the 14,569 deaths re- 
ported for the month.” In December, 
1928, the Metropolitan death rate from 
influenza in its industrial department 
was 48.3 as compared to 17.9 in Decem- 


ber. 1927. The figures for the same pe- 
riods for pneumonia are 102.9 in 1928 
and 84.6 in 1927. The statistical bulletin 
further says: “The more recent epi- 
demic has extended into 1929 and will 
probably affect the death rate of the 
first quarter very seriously.” 

The Metropolitan’s death rate from 





(CONTINUED ON PAGE 27) 








death by only two diseases, heart disease | 


and tuberculosis. As many deaths were 
caused by malignant growths last year 
as by all types of violence (accidents, 
suicides and homicides) combined. 
There was a slight decline in the alco- 
holism death rate. There were 599 
deaths from acute and chronic alcohol- 
ism, as compared with 603 the year be- 
fore. States in which the alcoholism 
death rate in 1929 was considerably in 
excess of the average were Florida, 
Maryland, Delaware, New York, Penn- 
sylvania, Rhode Island, Ohio, Illinois | 
and Massachusetts. The Metropolitan 
Life says there has been very little 
change in the death rate from this dis- 
ease under national prohibition. While 


the tendency has been slightly upward, 

the mortality is not as yet as high as in 

years previous to the World War. 
Automobile Accidents 


The suicide death rate was identical 
with 1927, Deaths from violence were 
76.5, as compared with 79.8 in 1927. For 
the first time since the Metropolitan Life 
has kept a record of deaths due to auto- 
mobile accidents, there was a slight drop 
in the death rate. The decline was small, 
only five-tenths of 1 percent. The Met- 
ropolitan states that it may mean that 
some impression is at last being made 
upon automobile fatalities due to the 
concerted efforts of police, safety and in- 
surance interests. 


SUN LIFE PRESIDENT 
SHOWS ITS FIN ANCES 


Declares That High Grade Com- 
mon Stocks Have Produced 
Fine Earnings 


BUILDS LARGE SURPLUS 


Macaulay Declares Company can Pull 
Through $100,000,000 Depreciation 
Without Touching Its Free Funds 





the Sun 


annual meeting 


President T. B. Macaulay of 
Life Montreal at the 
made announcements and com- 
of He said that 
anticipated every possible 
mar- 


ol 

some 
ments that are interest. 
the 
adverse contingency 
ket but even a panic which would reduce 
the value the assets by $100,000,000 


directors 
in the money 


of 





MACAULAY 
President Sun Life 


surplus and 
income last 
$87,650, 


would leave untouched the 
reserve. The increase in 
year was $41,972,000, 
000, 


in assets 


in surplus $9,157,000, in new busi- 
ness $112,836,000, in business in force 
$408,925,000. Its assets are now $500,- 
000,000 and it is nearing the $2,000,000,- 
000 mark of insurance in force. The new 
insurance increased 34 percent and jnsur- 
ance in force percent. The earnings 
are slightly in excess of $40,000,000. He 
said that the values given in the report 
are approximately $62,500,000 less than 
the actual current value on exchanges. 
Then the company has made an addi- 
tional deduction from market values of 


97 
af 


$20,000,000 and has created a special 
contingency reserve of $12,500,000. The 
undivided surplus is $54,000,000. 
Sun Life’s Investment Policy 

President Macaulay dwelt on the in- 
vestment policy of the company, saying 
it is a distinguishing characteristic. He 
said that the investment provisions of 
the Canadian insurance laws are wise. 


He asserted they permit reasonable free- 
dom. The provisions of the Canadian 
law allow first mortgages up to 60 per- 
cent of the appraised value; government 
and municipal bonds; corporation bonds 
secured by mortgage; preferred stocks 
of corporations which have paid divi- 
dends for the preceding five years; com- 
mon stocks which have paid dividends 
for the preceding seven years, such divi- 
dends being not less than 4 percent per 
annum or $500,000 per annum in amount. 
He said that the company is unwilling 
to invest in mortgages in distant centers. 
(CONTINUED ON LAST PAGE) 
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BANKERS RESERVE AGENTS 
HOLD ANNUAL MEETING 


ELECT HONOR CLUB OFFICERS 





President R. L. Robison Announces 
Goal of $35,000,000 New Busi- 
ness During 1929 


—— 


The annual convention and home- 
coming celebration of branch managers 
and agents of the Bankers Reserve Life 
of Nebraska was held at Omaha. 

Among the talks on the program 
were: “Retail Credit Company and Its 
Work in Connection with Life Insur- 
ance,” E. J. Hyde, Jr., vice-president of 
the Retail Credit Company; “Life In- 
surance as a Career,” George N. Wade, 
Harrisburg, Pa.; “How Can Success in 
Life Insurance be Reached,” John Darl- 
ing, Natchez, Miss.; “The Rewards of 
the Life Insurance Business,” J. N. 
Buton, Albuquerque, N. M 

Following these was the meeting of 
the Distinguished Service Club with 
J. M. Waddell, chairman. The officers 
of the club for 1929 are: J. O. McKee 
of Alabama, president; M. Kolker of 
Missouri, first vice-president; F. L. 
Hickman, second vice-president; Guy 
Chiesman of Idaho, third vice-president; 
and H. R. Lindenberger, Pennsylvania, 
fourth vice-president. 


Reads History of Company 


J. L. Robinson read a short history 
of the company which was founded in 
1897, explaining the factors which have 
contributed to its growth. Several five 
minute talks were also given by a num- 
ber of field men. 

As a climax to the organization’s 
“prosperity drive” during the months 
of November and December, prizes were 
awarded to 15 agencies at the annual 
dinner. The divisions having the high- 
est production during the contest, in 
the order named are Little Rock, Ark.; 
St. Louis, Mo.; Harrisburg, Pa.; Bir- 
mingham, Ala.; North Carolina; Lewis- 
ton, Ida.; Albuquerque, N. M.; Amarillo, 
Tex.; San Antonio, Tex.; Cheyenne, 
Wyo.; Arkansas; South Dakota; Pitts- 
burgh, Pa., and West Virginia. Vice- 
President J. R. Franey of Kansas City 
was toastmaster and J. M. Waddell of 
Omaha distributed the prizes. 


Sets 1929 Goal 


The 1929 goal of the Bankers Reserve 
Life is $35,000,000 new business an- 
nounced at the second day’s business 
sessions by President R. L. Robison. 
A talk by J. M. Dempsey, on the 
“Company’s Educational Program,” and 
another by J. M. Wadde!l on “Prospec- 
ting and Sales Approach” followed. 
“The Relationship of the Medical De- 
partment to Agency Prceblems,” was 
discussed by Dr. Frye. After a recess 
of 10 minutes sales talks were given by 
members of the field force on the fol- 
lowing subjects: “Protection for the 
Family,” “Working with Banks,” “Ju- 
venile Insurance,” “Educational Insur- 
ance,” “Business Insurance,” “Guaran- 
teed Annuity,” “Life Insurance Estate 
Building,” and “Mechanics of the Clan.” 

A noon luncheon was followed by 
another business session, with talks by 
W. H. Harrison on the “Value of Con- 
servation of Busiae3s,” and by W. G. 
Preston, Jr.. on “The Explanation of 
the Company Service Bureau.” 

The second day’s business sessions 
were followed by a banquet, vaudeville 
program and dance. James H. Adams, 
general counsel for the company, pre- 
sided as toastmaster and presented Cul- 
len N. Wright, Scottsbluff orator, as 
the principal banquet speaker. 


New England Mutual Meeting 


The annual meeting of the New Eng- 
land Mutual General Agents Associa- 
tion will be held at the home office Feb. 
27-29. R.,W. Moore, Jr., of Boston is 
president. 

















DEATH OF L. D. DREWRY REMOVES 
DEAN OF MUTUAL BENEFIT FORCE 








UCIUS DEMARIUS DREWRY of | 

Cincinnati, one of the great general 
agents of life insurance in the country | 
and dean of the general agency corps | 
of the Mutual Benefit Life, died at his | 
home at Sea Breeze, Fla., the other 
day. Funeral services were conducted | 
at Griffin; Ga., where Mr. Drewry was | 
born and raised. Mr. Drewry was a | 
man of more than usual ability. He and 
his cousin, John C. Drewry, went from 
their home at Griffin to Atlanta, Ga., 
and became clerks in a fire insurance 
office there at whose head was Israel | 
Putnam, their uncle. Vice-President | 
Pierson of the Mutual Benefit Life heard 
about these cousins, took a liking to 
them, trained them in life insurance and | 
had them go to Chattanooga to become | 
general agents under the firm name of 
L. D. & J. C. Drewry. The two boys 
carried the rate book for the Northwest- 
ern Mutual Life at Atlanta for four 
years on a part time basis. They went 
to Chattanooga in 1887. 


Agreed to Part 


L. D. Drewry was born May 9, 1861. 
The two cousins were fast friends, but 
in business affairs they could not agree 
and hence decided to part. John C. 
Drewry opened North Carolina for the | 
Mutual Benefit and established a gen- 
cral agency at Raleigh. Later he was 
given South Carolina also. L. D. re- 
mained as general agent at Chattanooga, 
having charge of Tennessee. Alabama 
und Mississippi were added to his ter- 
ritory in 1896 thus giving him three 
states. J. C. Drewry served in the state 
senate of North Carolina. A bill was 
passed requiring all life companies to 
reincorporate under the North Carolina 
laws. This was passed and the Mutual 
Benefit decided to retire from the state. 
It had been represented in Virginia but 
pulled out of that state because of the 
deposit law. It returned, however, in 
order to accommodate J. C. Drewry. 


Open Virginia General Agency 





He opened a general agency office at 
Richmond, thus having South Carolina 
and Virginia. Later the objectionable 
law was repealed and the Mutual Bene- 
fit returned to North Carolina, Mr. 
Drewry assuming the general agency, 
having offices in both Richmond and 
Raleigh. J. C. Drewry brought his | 
brother, W. S. Drewry, from the Uni- 
versity of Missouri where he was pro- 
fessor of history to run the Virginia 
business under the firm name of John 
C. Drewry & Co. Later M. M. Matti- 
son, who was his leading agent in North 
Carolina, was put in charge of South 
Carolina. J. C. Drewry died about 12 
years ago and his brother retained the 
Virginia agency but later resigned. 


Took Home Office Position 





L. D. Drewry aside from retaining his 
general agency for three states took 
charge of the agency department at the 
home office, being appointed superin- 
tendent of agencies in January, 1897, He 
served until Sept. 1 of that year in order 
to take the general agency for Ohio 
with headquarters in Cincinnati. Prior 
to taking the Ohio agency while he was 
superintendent of agents he transferred 
Richard D. Bokum, general agent at 
Cleveland, to take charge of the Chi- 
cago general agency, thus giving Mr. 
Drewry all of Ohio. He brought in 
LeGage Pratt, who was superintendent 
of agents of the old Life Insurance 
Clearing Company of St. Paul, as su- 
perintendent of agents of the Mutual 
Benefit. Robert Simpson had been gen- 
eral agent at Cincinnati. Mr. Drewry 
thus took charge of two important gen- 
eral agencies commuting between Cin- 
cinnati and Chattanooga. His Chat- 
tanooga general agency was conducted 
for a while under the name of Drewry 
& Rolston. Then he took as a partner 





at Chattanooga, William Oemige, who 
had been his cashier at Cincinnati. This 
partnership continued until October of 
last year when the territory was divided. 


J. S. Drewry Brought In 


Mr. Drewry got his nephew, James S. 
Drewry, to Cincinnati making him his 
stenographer and private secretary. Mr. 
Drewry had one peculiarity and that 
was he wanted a stenographer so effi- 
cient that he did not have to reread his 
letters after he had dictated them. He 
simply attached his signature to the let- 
ter, trusting to his amanuensis to write 
the letter correctly. 

In recent years cataracts developed on 


| both Mr. Drewry’s eyes, greatly impair- 


ing his vision. He found it necessary to 
relinquish active control of his office, 
went to Sea Breeze, Fla., purchased con- 
siderable ground and raised tulip bulbs 
in large quantites. However, he kept in 
close touch with his two general agen- 
cies, requiring daily reports. 
Was an Organizer of Men 


Mr. Drewry was essentially an or- 
ganizer. He had a genius for training 
successful men. He seemed to have an 
unerring instinct in his measurement of 
men’s ability. He went with the Mutual 
3enefit when it paid low commissions, 
was sticking closely to annual dividends, 
refused to be carried away by the more 
fantastic tendencies of the day and was 
not to be enticed away from its beaten 
course. The company always appre- 
ciated his great loyalty. He made 
money out of the business but unfor- 
tunately lost considerable of it outside. 

Mr. Drewry believed in training men 
in his organization who could be pro- 
moted to general agents. He declared 
that if he could train general agents he 
would have a cohesive organization. 
His plan, therefore, was to select capable 
men, develop them and then the com- 
pany would pick them out of his terri- 
tory and appoint tham general agents 
elsewhere. Out of his jurisdiction came 
General Agents A. S. Johnston and 
Donald Clark of Detroit; A. J. Birdseye 
of ‘Hartford; Charles T. Thurman of 
Richmond, Va.; John R. King of In- 
dianapolis, and Mr. Edmonds who pre- 
ceded Donald Clark at Detroit. 


Close to Home Office 


He was very close to the home office, 
did not hesitate to make suggestions to 
the officials, kept in close touch with 
his own organization and at one time 
was prominent in the National Associa- 
tion of Life Underwriters serving on 
its executive committee. He was secre- 
tary in 1895 and 1896. He was the old- 
est man in continuous service with the 
company, having been connected with it 
42 years. 

" Rouse Is Now Dean 


B. P. Rouse, general agent at Los 
Angeles, now becomes dean of the Mu- 
tual Benefit Life corps. He traveled as 
an express man on the train between 
Aberdeen and Mankato. He was ap- 
pointed district agent at Aberdeen. 
When A. A. Drew, now Chicago general 
agent, was superintendent of agents he 
made Mr. Rouse general agent at Fargo. 
Later he was promoted to the Los An- 
geles general agency where he has 
achieved great success. 

Within some three or four years after 
Mr. Drewry was made general agent for 
Ohio, that agency became the com- 
pany’s leader in annual production. The 
outstanding business of the Chattanooga 
agency was approximately $100,000,000 
and the business of the Ohio agency on 
Dec. 31 $185,706,000.00. 


Fred C. Foster, well known attorney 
in Lincoln, who has been a director of 
the Security Mutual Life of Lincoln, 
Neb., has been appointed counsel. 





SUN LIFE SEEKS TO 
INCREASE ITS CAPITAL 


WANTS _ $4,000.000 AMOUNT 





President Macaulay Declares the Com- 
pany Desires Ambiguities Cleared 
So It Can Proceed 





MONTREAL, Feb. 21.—A bill to 
amend the capital of the Sun Life of 
Canada, similar to that which failed to 
pass last year, is now before the parlia- 
ment of Canada. Last week it was given 
second reading, but there is again to be 
some opposition in the committee stage. 

At the company’s annual meeting, 
President T. B. Macaulay made the 
following statement in connection with 
the change: 

“The original charter, granted in 1865, 
authorized the company’s capital at $4,- 
000,000. An amending act passed in 
1871 contained a somewhat ambiguous 
clause, which has been interpreted in 
some quarters as limiting the capital to 
$2,000,000. Five eminent legal authori- 
ties to whom we submitted the question 
assure us that the original authorization 
was unaffected by that amendment, but 
advised us that it would be well to 
have the matter put beyond doubt by a 
brief clarifying act of parliament. 

“We do not ask that the capital be 
increased. We merely ask that our right 
to issue stock up to the amount origin- 
ally authorized be freed from ambiguity 
by a simple declaratory clause. 

“But why do we require a larger cap- 
ital than the present $2,000,000? Chiefly 
for two reasons: 

“1. Because the present capital is 
manifestly out of all proportion to the 
magnitude of the company’s operations. 
It is absurd that a company whose assets 
are already $500,000,000 should be con- 
trolled by a capital of $2,000,000. 

“2. Because we wish to insure that 
this great company shall never fall into 
undesirable hands. We cannot alter the 
status of our existing shares, but we 
can impose restrictions on the transfer 
of the new shares which will be an 
effectual safeguard.” 

The president further pointed out that 
policyholders’ profits could not be af- 
fected. The insurance act of Canada 
requires that 90 percent of the profits of 
the participating branch go to the pol- 
icvholders, but the Sun Life 30 years ago 
raised its proportion to 95 percent. If 
the new measure passes, said Mr. 
Macaulay, “our directors have agreed to 
recommend to the stockholders that 
their proportion of profit be reduced to 
4 percent, thus increasing the policy- 
holders’ proportion to 96 percent, and 
correspondingly increasing their indi- 
vidual profits.” 





Lustgarten, Leader of 
Unit Managers in 1928 


Samuel Lustgarten, who _ became 
agency manager for the Equitable 0! 
New York in Chicago, succeeding the 
late P. L. Girault, Jr., was the leading 
unit manager for the Equitable last 
year. There are about 500 units ™ 
the various Equitable offices. Mr. Lust 
garten had a comparatively small! num- 
ber of men but the production of his 
individuals was large. He is respom 
sible for inducing John Morrell, who 
for the last two years has been the 
leading personal producer of the Equit 
able, to enter life insurance. Mr. Mor 
rell was a civil engineer and was editot 
of a trade journal. Since entering lift 
insurance he has made a phenomen® 
record. Mr. Lustgarten in selecting his 
men has been very careful in the per 
sonnel that he has chosen. He pes 
the right-hand man of Mr. Girault an¢ 
in his promotion the Equitable has a¢4" 
acknowledged the principle of ¢™ 
service. 
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a AGAIN—ACACIA ESTABLISHES 
Com- 
A RECORD 
: to 
sd to Increase in Insurance in Force.............. 0.2... eee ccuccuucee $36,667,868.00 
arlia- i alia RIES: FE a eee ee Nine 1,392,255.00 
io ie ei dd tenes dans cok immnebdukinnsaiie 4,791,379.00 
tage. ee a ied a igi gli ae 4,723,783.51 
~— Cg Re en eee 56,393,798.00 

with INSURANCE IN FORCE, $300,925,984 

1865, 
t $4,- 
son SUMMARY OF ANNUAL REPORT 
al to As of December 31, 1928 
thori- 
stion 
ation ASSETS: LIABILITIES: 
4 a. First mortgage loans on improved real estate. . . .$15,223,318.81 Policyholders’ dividends not yet due . $461,244.81 

be o SET COs act Lah ceuteekbbueucebe vodcane 1,911,137.41 Reserve for taxes accrued.......... 165,000.00 

; eet ie eee a een ea cens 1,798,510.00 Premiums and interest paid in 
al be Cash in banks and in office.................... 405,964.68 Ds <0 dendadeoadwatad eas 166,441.59 
i Loans on Association’s Policies............... 5,362,666.50 EE ba se densricctacescscas 155,568.63 
~~ ied cae ie ib doadnweckcane 70,000.00 —— 

Net premiums in process of collection.......... 2,867,056.98 

a RR ER aR RA Ieee 522,111.83 
is I sancitisincesadvantececeed $28,160,766.21 $ 948,255.03 
> the a anaemia aeaenees 
tions. : 
sets BALANCE TO PROTECT POLICY CONTRACTS: 

= Legal reserve requirement—American Experience Table of 

that Mortality and 312% interest on all policies ............. $25,873,128.56 
: a ___ li Bi ln rr Re TA eth Is 4m 1,339,382.62 
4 cnemmienmieen $27,212,511.18 
nsfer ED 
e an _— 
| that se 
x: WATCH US GROW 
A a PROGRESS DURING THE PAST FIFTEEN YEARS 
1 Bi INSURANCE 
A = YEAR ASSETS SURPLUS In Force End of Year 

that 1913 $437,290 $10,803 $7,016,775 
-d to 1916 $1,028,016 $42,819 $15,081,011 
re 1919 $2,220,990 $70,013 $37,657,924 

indi- 1922 $6,828,345 $748,407 $122,685,100 

1925 $15,695,944 $1,306,269 $196,145,636 

™ 1928 $28,160,766 $1,339,382 $300,925,984 
4 te g ACACIA’S policyholders participate in the prosperity of their company, for it has the 

dine distinction of being the first and only mutual old-line company to reduce its premium rates. 

, This gives policyholders the low initial cost of the stock company plus the dividend or profit- 

aah sharing advantages of this mutual old-line company. 
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- WILLIAM MONTGOMERY, President 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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So, wherever the Nylic agent goes, 
he finds Nylic friends—policy- 
holders, beneficiaries and 
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Nylic Friends 


National advertising grows because retail 
merchants have learned that it is much 
easier to sell goods that are well known to 
the public. 





Nylic Agents do not find it necessary to 
“introduce” their Company, which now 
has Two Million Policyholders insured for 
nearly 7 Billion Dollars. 






Since organization, Nylic has paid to liv-. 
ing Policyholders and to beneficiaries over 
2 Billion 600 Million Dollars. It is now 
distributing over 50 Millions a year in 
Dividends. 


Through 84 years of investing, New York 
Life has been of incalculable service to the 
nation, to business and to individuals. To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
buildings, homes and farms. 


borrowers — who are 
grateful to the Com- 
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nlite i 
pany for its serv- Sue 





ice to them. New Home Office Build- 
ing on the site of the 
famous old Madison 
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NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK 
DARWIN P. KINGSLEY, President 
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AWARD C.L.U. DEGREE 
TO 15 TAKING EXAMS 


Dean Huebner Gives Results of 
College’s Examinations in 
December 


EXPECT MANY IN JUNE 


Seven Pass Only One Installment—32 
Took Examination Out of 51 
Applicants 


BALTIMORE, Feb. 20.—E. J. Clark, 
president of the American College of 
Life Underwriters, has issued the fol- 
lowing report of Dean Huebner on the 
chartered life underwriter examinations 
held in December: 

“Fifty-one applicants for permission 
to take the second semi-annual exami- 
ations of the American College of Life 
Underwriters for the C. L. U. degree (as 
contrasted with 39 for the first semi- 
annual examination last June) were ap- 
proved by the board of admissions of 
the college as complying with all the 
rules of eligibility, Of this number only 
32 could present themselves for the 
scheduled examinations. 


Candidates Entitled to Degree 


“The following 15 candidates passed 
all of the December examinations satis- 
factorily and were therefore, upon the 
recommendation of the dean, awarded 
the degree of chartered life underwriter 
by action of the executive committee of 
the board of directors at its February 
meeting in Philadelphia: 

Angelo Herbert Bennell, Mutual Life 
of New York, Youngstown, ’ 

Robert Ogden Bickel, district man- 
ager, National Life of Vermont, Cedar 
Rapids, Ia. 

Martin Patrick Coonan, Northwestern 
Mutual Life, St. Paul, Minn. 

Isaac Milton Craig, Equitable Life of 
N. Y., Uniontown, Pa. 

Robert Franklin Freeman, assistant 
manager Pacific Mutual Life, Los An- 
geles 

John Edwin Laird, Equitable Life of 
N. Y., Yakima, Wash. 

Corinne V. Loomis, sales manager 
women’s department, Paul F. Clark 
agency, John Hancock Mutual, Boston. 

Cramer A. Marsteller, Equitable Life 
of N. Y., Youngstown, O 

Earle H. Schaeffer, manager southern 
Pennsylvania, Fidelity Mutua! Life, Har- 
risburg, Pa. 

Herbert Lowe Smith, general agent 
- <pceeeaaeen Mutual Life, Harrisburg, 

a. 

Mildred Fairbanks Stone, agency per- 
sonnel . & ee Mutual Benefit Life 
Newark, N. 

Elsie Ullrich, Fidelity Mutual Life, 
Philadelphia. 

Nelson M. Way, Canada Life, New 
York City. 

Denver Wharton, Equitable Life of 
N. Y., Cresson, Pa. 

Joseph Knox Wilson, Equitable Life 
of N. Y., Jersey City, N. J. 


Pass One Installment 


“The C. L. U. examinations may, if 
desired, be taken in two instalments, 
the first instalment covering the first 
three examinations, and the second in- 
stalment covering the last two. Either 
instalment may be taken first. A con- 
siderable number of candidates availed 
themselves of this privilege and the fol- 
lowing now possess full credit towards 
the degree for one or the other of the 
two instalments: 

Zura Zeigler Brown, Lincoln National 
Life, Fort Wayne, Ind. 

William E. Field, manager of ordi- 
nary department, Prudential, Provi- 
dence. : 

Clifford W. Hollebaugh, field secre- 





tary, Western States Life, San Fran- 
cisco. 

Norman W. Igo, Equitable Life of 
N. Y., Youngstown, O. 

Chauncey a Langdon, Equitable Life 
of N. Y., Providence, R. 

Ewart E. Simpkinson, special agent, 
Provident Mutual Life, Cincinnati, O. 

Daniel T, Torrey. general agent, Prov- 
ident Mntual Life, Providence, R. 

Thirty-Six Degrees Issued 

“Combining the results of the two 
semi-annual examinations there are now 
36 holders of the C. L. U. degree as a 
result of the college’s first year of oper- 
ation. One more candidate has passed 
all of the examinations, but awarding of 
the degree is deferred until the comple- 
tion of three years’ satisfactory life in- 
surance experience. 

“All indications point to a large num- 
ber of candidates next June. Not only 
are a considerable number of companies 
emphasizing the importance of the ex- 
aminations to their personnel, but the 
college has now succeeded in establish- 
ing a close contact with local life 
underwriters’ associations and _ educa- 
tional institutions through its advisory 
council of 30 members. 


Organize Study Groups 


“Each of these counsellors represents 
the college for his section of the coun- 
try and was appointed to further its aims 
and purposes with the underwriters’ 
associations as well as with the univer- 
sities and colleges of his territory. 
Advices to date indicate that candidates 
are preparing to register for the June 
examinations in at least 41 cities, repre- 
senting 23 different states. In 24 of 
these cities, study groups have been or 
are being organized for those qualified 
to take the examinations and in 11 of 
these instances the university or college 
of the center is cooperating in the edu- 
cational work. 

“Thirty leading universities and col- 
leges have given the American College 
of Life Underwriters assurances of their 
wholehearted cooperation, and _ stand 
ready to offer all or nearly all of the 
C. L. U. program just as soon as the 
matter can be properly arranged. They 
have expessed their belief in no uncer- 
tain terms in the correctness of the cause 
which the college espouses. In many in- 
stances the business schools of these 
universities or colleges have taken the 
educational initiative in their respective 
communities and are waiting for an at- 
ceptance from the underwriters along 
practical lines.” 


Occidental Life Figures 


The Occidental Life of Los Angeles 
has made a most excellent statement 
It now shows assets $15,404,472, capital 
$500,000, assigned surplus $1,027,260, un 
assigned surplus $252,928, surplus to 
policyholders $1,780,188, premium 1- 
come life department $4,121,482, pre 
mium income accident department 
$253,913, total income $5,940,729, new 
business $48,811,949, insurance in force 
$137,694,833. The Occidental Life 
flourishing under the able guidance @ 
Secretary and General Manager Robert 


J. Giles. 


Acacia Mutual Figures 


The Acacia Mutual Life of Washing: 
ton, D. C., has published its annu# 
statement whose chief figures give fut 
ther indication of the growth and de 
velopment of this institution. Its insu 
ance in force is $300,925,984, increas 
$36,667,868. Its assets are $28,160, 766, 
increase $4,791,379. Its surplus is $1- 
339,383. Its new insurance last ye* 
amounted to $56,393,798. Its income 
increase was $1,392,255 last year. It 
reserves increased $4,723,784. The Ac 
cia Mutual believes in insurance for pr 
tection solely. 





Bossert to Bankers Reserve 


H. B. Bossert, who was formerly 
charge of the agency department pf the 
Des Moines Life & Annuity, has go 
to Omaha to take an agency positio® 
with the Bankers Reserve Life. He * 
a very hard worker. 
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National Life Insurance Company 


Montpelier, Vermont 


Condensed Statement at the Close of Business, December 31, 1928 





EE ee ae RE ee ee $ 93,733,998.07 
Loans to policyholders secured by policy values...............ccecccceccccccceucecees 19,279,219.01 
Premiums to complete policy years (for which full year’s reserves are included as liabilities)  2,937,358.63 
Earned interest since the last interest payments ................ ccc cec cece ceeeeeceees 2,652,689.30 
Real Estate (including the properties occupied by the Company) ...................... 3,378,185.37 
ee os os as See ee hr Recs eie ss brane aeeaamniedes 639,113.31 
ne ee I I os vn cin dn cc dwbndesoseedwcctiedeueeadediceeens 2,441.47 
$122,623,005.16 

NET ASSETS (Deducting non-admitted assets—$7,649.05) ...........0..ceeeeee $122,615,356.11 


These assets fully cover (a) all Reserves required by law (b) all known and accrued 
Liabilities (c) all Regular Dividends payable in 1929 (d) Extra Dividends to policy- 
holders amounting to over $850,000 (e) Taxes not yet due (f) Policy Claims estimated 
Deus cee cick sg ene ae Neeneneeeeeeenkeaedis 115,848,591.06 


Leaving a surplus (PAR BASIS) as an additional guaranty to meet all contingencies.... $ 6,766,765.05 
(The surplus showing would be increased to $7,038,315.05 if the Company valued its 
bonds at market value) 


Record for 78 Years of Service 
This Statement Indicates the National’s Strength 














Assets now held (belonging to policyholders). ..............0 cc eeeeecceeeeeeeeeeeeeees $122,615,356.11 
Payments made to policyholders and their beneficiaries since organization in 1850....... 210,193,791.15 
sn ewe inds Louse eaaseebeabenekaen $332,809,147.26 
All premium and annuity payments received by the Company from policyholders ........ 304,644,713.26 
Excess paid to policyholders or placed to theircredit ............... 0000. eeeeee $ 28,164,434.00 
National’s Record in 1928 
Paid continuing members in dividends, annuity and fiduciary payments ................. $ 5,013,240.59 
Paid beneficiaries because of the death or disability of 1219 members ..................... 4,727,477.72 
Paid retiring members whose insurance was matured or retired .................-000055 3,301,834.74 
TOTAL PAYMENTS TO POLICYHOLDERS OR THEIR BENEFICIARIES in 1928 $13,042,553.05 
New insurance written and paid for in 1928 $ 75,187,577.00 
Total insurance in force, December 31, 1928 565,606,406.00 
Directors 
HARRY M. CUTLER, 
FRED A. HOWLAND, Vice-President OSMAN D. CLARK, 
President FRANK C. PARTRIDGE, Secretary 
WILLIAM W. STICKNEY, President Vermont Marble Company JOHN M. THOMAS, 
Lawyer HENRY RUSSELL PLATT, President Rutgers University 
CHARLES P. SMITH, Lawyer, Chicago ELBERT S. BRIGHAM, 
President Burlington Savings Bank ARTHUR B. BISBEE, M.D., Member of Congress 
CHARLES W. GAMMONS, Medical Director EDWIN B. HAMLIN, 
Massachusetts Agent J. GRAY ESTEY, Ohio and Indiana Agent 


President Estey Organ Company 
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BIG ACHIEVEMENTS 
IN THE PAST YEAR 


MOORHEAD IS NOW CHAIRMAN 





Bureau of Personal Accident and Health 
Underwriters Now Has New 
Manual Working Well 





J 

NEW YORK, Feb. 21.—Donald St. 
C. Moorhead, secretary of the United 
States Casualty, is now chairman of the 
Bureau of Personal Accident & Health 
Underwriters, having been so unani- 
mously elected at the annual meeting 
in this city. Membership on the gov- 
erning committee is now made up of 
the Travelers, Continental Casualty, 
United States Fidelity & Guaranty, 
Aetna Life, Connecticut General Life, 
and the Standard Accident. F. Robert- 
son Jones continues as secretary-treas- 
urer. The present membership of the 
bureau embraces 57 companies, a gain 
of four during the year. The new en- 
trants are the Michigan Life, Central 
Surety, Brooklyn National Life and the 
Associated Indemnity of San Francisco. 


Recent Achievements 


Notable among the achievements of 
the bureau during the past year was 
the issuance of the new classification 
manual, which found such fayor with the 
companies that orders for approximately 
200,000 have been received. The revised 
work contains a total of 3,693 separate 
descriptions of occupation. In submitting 
its report the manual committee urged 
that no changes or variations in the 
classifications be made by individual 
companies without first consulting the 
committee. If later on it develops that 
errors or inconsistencies exist, these can 
be corrected by the committee and 
supplemental manual sheets sent all sub- 
scribers to the work. Before any modi- 
fication be proposed, however, the com- 
mittee asks that the present classifica- 
tion be given a thorough trial. 


Committee on Statistics 


The committee of five on statistics is 
studying the occupational experience un- 
der health policies compiled by the 
bureau, and when ready to report will 
doubtless recommend rate differentials 
for certain occupational groups. Avia- 
tion coverage is another subject being 
given particular scrutiny by a special 
committee, a report from which may be 
expected in the near future. The active 
committee of the bureau, in addition 
to the governing body, are those on 
statistics, standard manual and uniform 
classification of risks, auditing policy 
phraseology and aviation coverage. 


DAVID McCAHAN NOW 
IS ASSISTANT DEAN 


At a meeting of the executive com- 
mittee of the American College of Life 
Underwriters, held at the office of Vice- 
President Hugh Hart of the Penn Mu- 
tual in Philadelphia, David McCahan, 
assistant professor of insurance at the 
University of Pennsylvania, and for- 
merly assistant manager of the insurance 
department of the Chamber of Com- 
‘merce of the United States, was ap- 
pointed assistant dean of the college. 
Dr. McCahan is the author of an impor- 
tant volume on “State Insurance in the 
United States,” which discusses state 
insurance funds as they now exist 
throughout the United States. 

This appointment became necessary 
because of the large number of prospec- 
tive applicants for the examination to be 
held in various colleges and universities 
on June 20-22. 

The attending members of the execu- 
tive committee were Ernest J. Clark, 
president; Dr. S. S. Huebner, Franklin 
W. Ganse, Prof. Arthur M. Spalding, 
Edward S. Brashears and Hugh D. Hart. 














AGENCY TRAINING METHODS 


Plan Used by the Charles B. Knight Agency of the Union Central Life in 


New York City 





NEW YORK, Feb. 
training methods have been widely dis- 
cussed in the abstract by educational or 
research groups, but, except for private 
company conferences, there have been 
no studies of individual agency prac- 
tices. There is a keen interest in this 
subject and many aggressive agencies 
are even now looking about for the best 
method to apply to their particular 
needs. And there are many various 
methods in use, each of which has been 
profitable and satisfactory to the user, 
though all of them are not always ac- 
cessible to the agency manager desir- 
ing to undertake some definite training 
program. To briefly sum up some of 
these plans, THe NationaL UNpeER- 
WRITER is presenting a series of arti- 
cles on agency training methods, select- 
ing outstanding New York agencies 
from the standpoint of accomplishment 
and citing both large and small offices, 
that the needs of all may be covered. 


Knight Agency Leader 





One of the largest offices in the coun- 
try is the Charles B. Knight agency of 
the Union Central Life in New York. 
This is an excellent example of a large 
average office, with a huge full-time 
staff and also a good volume of sur- 
plus line business from outsiders. It 
was one of the 1928 leaders’ country- 
wide, paying for over $42,000,000, sec- 
ond to the Ives & Myrick agency of the 
Mutual Life. Furthermore, the Knight 
agency has set for its 1929 goal the 
huge figure of $50,000,000 and for Janu- 
ary and thus far in February it has 
gone over the pro-rata totals. This 
office has insurance in force of over 
$300,000,000, which is more than the 
entire company totals of 85 percent of 
the American companies. It is an 
agency which is built around an effi- 
cient full-time organization, some 300 
full-time men being on its rolls. It is 
a typical large agency and one after 
which many of the leading offices 
throughout the country could profitably 
pattern. Having just moved into new 
offices, the Knight agency is particu- 
larly well equipped to handle details 
with the utmost efficiency. The new of- 
fices bring together under one roof over 
150 full time men, so that there is ac- 
cess to the organization, though even 
here there is also the question of out- 
lying men, for there are some 150 full- 
time men in branch offices throughout 
Greater New York in addition to the 
many who offer surplus lines from time 
to time. On the whole, it is a typical 
large agency. 

Has Efficient System 


Mr. Knight has given much atten- 
tion to the matter of agency training, 
as would be necessary in the handling 
of such a large group. In an organiza- 
tion of such proportions, the additions 
of new men becomes relatively more 
important and efficient training is an 
important part of the agency routine. 
But Mr. Knight has not made it a 
routine matter. He has a highly effi- 
cient system of operation, though it is 
one which does not smack of red tape, 
system, “efficiency” and formal method. 
It is entirely an optional system, ar- 
ranged to fit personalities and there is 
decidedly a personal atmosphere about 
the entire office. Every man in the 
organization, new and old, is offered 
a very broad range of development and 
the personal needs of the men are 
closely studied in suggesting just which 
program might best be taken up for 
training or improvement. 


Utilizes College Course 


Possibly the most unique portion of 
Mr. Knight’s program is his effective 
use of the colleges which definitely offer 
insurance training courses. He is a 
great believer in such educational ef- 








21. — Agency | forts and practically demonstrates this 


by turning to New York University as 
his greatest training aid. Closely scru- 
tinizing each new man, he offers all 
those for whom he believes this col- 
lege course holds some benefit the full 
life insurance sales course. This is 
not a recommendation that the man 
first attend before joining the agency 
or while beginning his field work. It is 
an offer to pay the expenses of the 
course, if the new man feels it wouid 
profit him and better fit him for maxi- 
mum results. Nor is it a demand that 
the man takes the course, even though 
free. It is entirely optional and the 
new man is left as the judge of what 
he most needs. The extent to which it 
is utilized, however, is indicated by the 
fact that Mr. Knight constantly has 
about a dozen men from his office en- 
rolled in the New York University 
course at the agency expense. 
Has Conference Club 


Nor does he stop with formal attend- 
ance at the school. The agency has a 
N. Y. U. Club for members and gradu- 
ates and they meet weekly to compare 
notes and go over statistics of personal 
accomplishment and the business gen- 
erally. It is, in effect, a sales research 
organization within an organization, 
bringing together those who ase study- 
ing the latest in sales methods and giv- 
ing the older graduates an opportunity 
to keep in constant touch with new and 
changing methods. Thus it is the equiv- 
alent of a post-graduate course, giving 
the graduates the opportunity for re- 
view and continuation and the students 
a chance for case study and field con- 
tact. This, too, is optional and merely 
puts before the men the chance to meet 
in helpful conference, if they so desire. 


Have Home Office Course 


Another basic training help and one 
more generally applied is the home of- 
fice training course. This is a sales 
course designed by the home office 
agency department, as is done by many 
companies now, and it is arranged to 
present the rudiments of the life in- 
surance business, with particular cor- 
relation to company practice. This 
course Mr. Knight offers all of the men 
in the organization, new or old, and 
even those not definitely connected with 
the office, if they supply surplus lines 
and it is believed an intimate acquaint- 
ance with the company practice would 
be helpful. There is always a large 
enrollment in this course and it is very 
effective in quickly and concisely put- 
ting the men into motion. This, for 
company practice, combined with the 
college sales course, for general prac- 
tice, gives a new man a very broad pic- 
ture of the business. 

Two Agency Schools 


Now Mr. Knight has added a third 
unit to his very complete training pro- 
gram, having instituted an agency 
school for definite local training and 
guidance. This is divided into two 
groups, the elementary class and the 
advanced class, each meeting once a 
week under the directiton of the statis- 
tician and attorney of the agency, Pre- 
ble Tucker, a well-known tax attorney. 
These classes are open to all interested 
in the agency and in the development 
of their sales efficiency and particularly 
are the new men recommended for at- 
tendance. In the classes they learn the 
scientific application of life insurance, 
with special stress on business and tax- 
ation insurance. For the saving of 
time, these classes, as other agency 
gatherings, are held in the assembly 
hall which the new agency quarters 
have, the agents being able to attend 
the sessions without loss of time. This 
hall seats 200 and is ample for most of 
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CONNECTICUT GENERAL 


ANALYZES PAST YEAR 





MADE 7.4 PERCENT INCREASE 





Company Announces Material Exten- 
sion in Its Non-Medical Program 
This Year 


The Connecticut General has made 
an analysis of its 1928 business, which 
amounted to $238,442,986 or an _ in- 
crease of 7.4 per cent. It passed the bil- 
lion mark in insurance in force, ending 
the year with $1,046,235,710. The grou 
business was $72,104,125, including a 
policy issued to Yale University cover- 
ing the lives of over 1300 faculty mem- 
bers and employes for a total of more 
than $4,000,000, 

The Connecticut General has extend- 
ed its nonmedical program. It now 
offers insurance without examination 
in amounts up to $10,000 and will con- 
sider an application for an additional 
$10,000 after an interval of two years. 
This insurance is issued only through 
its own agents. Its assets are $11). 
916,951, increase 14.9 percent. The acci- 
dent premium income was $2,452,199, 
Increase 10.3 per cent. The company 
shows a marked increase in connection 
with trust settlements. 








the agency functions, though it was 
lar overtaxed at the sales congress heid 
last month. 


Monday Morning Sessions 


As a further aid, Mr. Knight holds 
regular Monday morning meetings in 
the agency assembly hall. There is a 
special speaker each week who takes up 
some special subject and authorities 
are selected for this, either from. the 
outside or from the agency. Last week 
a trust officer spoke, this week an at- 
torney is the speaker and next week 
a key salesman will be the specialist 
All are invited to these sessions, new 
and old and even those who are merely 
interested in the agency. All of these 
sessions combined might appear to mak: 
an inroad on the new man’s time, bu. 
of course, that is not permitted. The 
centralization of the new offices aids 
in eliminating waste time and _ even 
though a man were to take all of the 
training aids offered at one time, it 
would not be a great time burden in 
the aggregate. Except for the clas 
sessions at New York University, the 
others require but little time and the! 
do give a very comprehensive range 0 
studies. 

Not “Cut-and-Dried” 


As for application of the methods 
once learned, that is left with the it 
dividual man. Mr. Knight has no cw 
and dried rules in this regard. He doe: 
not put a supervisor in the field wit? 
new men, If the agent wishes hel; 
there are supervisors and experts in tht 
office to be utilized, but no one is set 
out with a man. He is given the oP 
portunity to study the best in_ sale 
methods and it is believed that his ™ 
itiative will carry him through the ™ 
itial period. Nor has the agency 4! 
set quotas or time limits or other 
strictive qualifications. Each man * 
given personal attention, but nom 
is weakened by interference with his 
dependence of action. As for cost ™ 
this rather complete program, Mf 


Knight finds it well worth the buds © 


necessary, the cost per man being ve! 


small in proportion to the outlay 1 9% 
essary to attach a man to the orm” 





ization. In this regard, such a pr 
gram would apply equally to large “§ 
small agency, for the cost per ™ § 
would be practically the same, except: § 
only the pro-rata allowance of overhe# 
for special agency classes. And 
cost is negligible in proportion to = 
amount to be paid out to the new ™™ 
during the course of the first year. 
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ONTINENTAL COMPANIE 





Financial Statements that any person can understand 
December 31, 1928 


CONTINENTAL CASUALTY COMPANY 


* The LIABILITIES of the Company are: 

GIUUEPRUROOEEED PUREE MERIOESD ciccsecescuseccnccesescas $ 7,407,733.35 
(Being all premiums received for insurance beyond 
the date of this statement.) 


Da TE “55. jenn. esubedabdndeeatbexismese 4,932,217.17 
(Being the estimated amount to be paid on all 
claims not yet received or unadjusted and all future 
payments on annuities or other installment claims 
not yet due.) 
MISCELLANEOUS LIABILITIES ................. 1,584,283.76 
(Being the reserve set aside to meet payment of 
amounts not yet due for taxes, commissions, etc., 
computed according to law.) 
SPECIAL RESERVE FOR DEPRECIATION...... 62,113.61 


(Being reserve voluntarily set aside by the Company 
for unforeseen depreciation in the value of assets.) 

VOLUNTARY CONTINGENT RESERVE........ 
(Being additional reserve voluntarily set up by the 
Company for unforeseen contingencies.) 


1,110,465.15 


EE. CdenaGavuededesnaekawnncens . .$15,096,813.04 


To discharge these liabilities when due the 
Company has: 


Diente nEapeuiaL dare ed tend adia cen aaaeh ea erbed $ 597,286.30 
(Deposited in banks.) 
ee Sate Se Ec bc canbsddsevadcandnsaveuse 14,859,816.74 
(Of governments, municipalities, railroads and 
other corporations of the highest grade and easily 
salable.) 
EE, ONES cn dtc dc cénucecnsakunntnedwe abe 1,925,416.76 
(First liens on high grade real estate, appraised at 
more than double the amount loaned.) 
PREMIUMS in course of collection and transit... 3,442,843.69 
(Being premiums unpaid and covered by the reserve 
for unearned premiums shown above.) 
hs CE (in cpa hand diws wade aka ea ee te 488,678.40 
(Conservatively valued consisting principally of 
one parcel at Chicago intended for the Company's 
Home Office Building.) 
RE SEES vox dnd cenceenedcconssausares 214,154.75 
(Being interest already earned on bonds and mort- 
gages but not’ yet due.) 
I a aR a a aad a al ad 68,616.40 
(Being miscellaneous assets not included in above 
items.) 
Total to meet all liabilities when due............. $21,596,813.04 
This leaves CAPITAL AND SURPLUS.............. $ 6,500,000.00 


(Which is an additional guarantee that all liabilities 
will be met as they come due and a margin of pro- 
tection for all policyholders and claimants.) 


Net Premium Income in 1928 
$15,389,629.76 


CONTINENTAL ASSURANCE COMPANY 


The LIABILITIES of the Company are: 

Pu EEE cutdeceseachnaenskuanschnea ..§ 8,018,532.69 
(Being the reserve required by law to be accumu 
lated to meet payment of the amounts due upon 
the maturity of policies and unearned premiums.) 


Cee EE Seaicsahesbesnecesanseneas 216,216.29 
(Being the amount to be paid on claims not yet 

adjusted or adjusted and not due.) 

PREMIUMS PAID IN ADVANCE........... 25,107.61 
(Being amount of premiums paid to the Company 
and not yet due.) 

MISCELLANEOUS LIABILITIES ...... 212,419.08 
(Being the reserve set aside to meet payment of 
amounts not yet due for taxes, commissions, etec., 
computed according to law.) 

SPECIAL RESERVE FOR DEPRECIATION 40,279.93 
(Being reserve voluntarily set aside by the Com- 
pany for unforeseen depreciation in the value of 
assets.) 

Total Lisbilities ..cescccscs $ 8,512,555.60 
To discharge these liabilities when due the 
Company has: 

a thts svitiudbinvtnedbabniivahesaduhekesewe ...ee.-$ 186,085.51 
(Deposited in banks.) 

BONDS AND STOCKS. eee 2,807,350.00 
(Of governments, municipalities, railroads and other 
corporations of the highest grade and _ easily 
salable.) 

PEG. RANE, cccdcscsdvesandcenase 6,898,518.62 
(First liens on high grade real estate, appr: aised : 

- more than double the amount loaned.) 

ai kos got | SSS eee és 857,676.00 

* (Being the amount/ loaned to policyholders on the 
security of their policies, and in all cases less than 
the reserve held to the credit of the policies.) 

NET DEFERRED AND UNREPORTED 
x | _: a OeSRRSRARE Se ar 587,369.20 
(Being the portion of the current year’s premiums 
not yet collected, covered by policy reserves shown 
above.) 

om BP yy ts 221,298.83 
(Being interest already earned but not yet due on 
bonds, mortgages and policy loans.) 199,413.33 

Jo; °: % > (iii leit ee Sin 199,413.33 
(Being miscellaneous assets not included j in above 
items.) 

Total to meet all liabilities when due............ $11,757,711.49 

This leaves CAPITAL AND SURPLUS............ $ 3,245,155.89 
(Which is an additional guarantee that all policies 
will be paid as they mature and a margin of protec- 
tion to all policyholders and bene ficiaries.) 

Insurance in Force 
nae: WEN DREN 0k 6ccccsccceccddéacsacessosces $117,016,674.00 
PUGET GUND cacccdncesekcassonceaous eceecceccceces 114,350,277.00 





Admitted Assets 


1919.....$ 5,823,810.68 
1920..... 8,266.211.56 
, 10,222,792.61 


Year 


1925..... 19,313,357.32 





COMBINED COMPARATIVE STATEMENT 


Net Premium 
Income 


$ 7,200,094.89 
10,317,055.75 


10,398,789.58 22,658,834.00 


1922..... 12,156,848.81 12,337 ,247.64 30,162,253.00 2,920,325.78 
|) 15,339,429.11 13,685,740.22 40,878,550.00 4,010,632.71 
i. ae 16,878,135.49 13,832,051.25 52,624,204.00 4,093 ,602.96 


15,070,802.53 


a 2,359,221.00 15,593,395.76 
re 28,461 ,628.97 17,508,704.85 
a 33,354,524.53 18,677 ,753.35 


Life Insurance 
in Force 


$ 10,487,379.00 
17,727,585.00 


Capital and 
Surplus 


$1,253,982.46 
1,350,891.54 
2,376,125.24 


4,150,213.47 
5,213,468.52 
7 824,922.85 
9,745,155.89 


66,399,683.00 
80,552,504.00 
100,838,767.00 
114,350,277.00 
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Questions and Answers 
Relative to Insurance 
About the Income Tax 


HE Protective Life of Birmingham 

in one of its bulletins publishes 
some questions and answers bearing 
on income tax problems as they relate 
to insurance. They are: 

Q—Are dividends on 
policies taxable unger 
come tax law? 

A—Annual dividends on policies upon 
which premiums are being paid ‘are 
exempt from normal and surtax but 
dividends on paid-up policies are tax- 
able for surtax under the federal in- 
come tax law. 

Q—Are payments made under an ac- 
cident and health policy exempt from 
federal income tax? 

A—The benefits received by an in- 
sured, his estate, or other beneficiaries 
under accident and health policies are 
exempt from federal income tax. 

Q—Are the amounts under the dis- 
ability provision liable for federal in- 
come tax? 

A—Disability benefits paid under the 
disability provision in the society’s life 
policy are exempt from income tax. 

Q—Are premiums on life insurance 
policies deductible as an expense to 
the insured under the federal income 
tax law? 

A—No. 


Life 
the 


insurance 
federal in- 


Policy as Collateral 


Q—If a creditor demands from a 
debtor a life insurance policy as col- 
lateral to a loan and the debtor takes 
out this policy pursuant to the demand, 
can the debtor deduct the premiums as 
a business expense under the federal in- 
come tax law? 

A—No, 

Q—If a creditor takes out a life in- 
surance policy on an individual to cover 
loans to the individual, can the creditor 
deduct as a necessary expense the 
amount of the premiums paid for the 


life insurance contract? 
A—Yes. 
Q—If insurance is taken out by a 


corporation on the life of a guarantor 





of a debt to the corporation, can the 
premium paid be deducted by the cor- 


poration as a business expense under 
the federal income tax law? 

A—Yes. 

Q—If a debtor assigns a life insur- 


ance policy to a creditor as security for 
a loan granted by the creditor, and 
the creditor thereafter pays the pre- 
miums in order to protect the loan, are 
such premiums deductible by the cred- 


itor as a business expense under the 
federal income tax law? 
A—Yes. 


Corporation Insurance 


Q—Are premiums paid by a corpora- 
tion for insurance on the life of an 
officer under which the corporation is 
in no sense a beneficiary deductible by 
the corporation as a business expense 
under the federal income tax law? 

A—Yes, but the amount of the pre- 
miums constitutes taxable income to 
such officer, except under group insur- 
ance. 

Q—Are premiums paid on a life in- 
Surance policy allowable deductions 
when the beneficiary is a charitable cor- 
poration and exempt from tax? 

A—Yes, under the federal income tax 
law such premiums are deductible pro- 
vided the beneficiary named cannot be 
changed at the option of the insured 
and the sum of the annual premiums 
plus other allowable charitable contri- 
bution do not exceed 15% of the tax- 
payer’s net income. 

Q—Are premiums paid by a corpora- 
tion for a life insurance policy on the 
life of an officer for the purpose of pro- 
tecting the corporation from loss in 
the event of the death of the officer 
deductible by the corporation under the 
federal income tax law? 

A—No, but the proceeds of the policy 
when paid upon the death of the officer 
are exempt from federal income tax. 








Partnership Policies 


Q—Are premiums paid by a partner 
for life insurance on the life of his 
partner deductible by him as a busl- 
ness expense under the federal income 
tax law? 

A—No. 


Q—Are the proceeds of life insurance 
policies paid upon death of the insured 
to corporations, partnerships, or individ- 





uals taxed upon the federal tax law? 

A—No. 

Q—Is the above answer true if the 
insurance is paid under the double in- 
demnity clause? 

A—Yes. 

Q—How are endowment policies af- 
fected by the federal income tax law? 

A—The proceeds of endowment poli- 
cies if paid on account of the death 
of the insured are considered the same 
as any other form of life insurance and 
are not taxable under the federal in- 
come tax law. 

When endowment policies are paid on 
maturity or when policies are surren- 
dered for cash, before maturity, the net 
premiums or the cash value on March 1, 
1913 plus the amount of net premiums 
paid subsequently are exempt. The fed- 
eral law allows an exemption of $50,000 
before any inheritance tax is to be 
paid—also $40,000 of life insurance pro- 
vided this is paid to one or more named 
beneficiary—not to the estate. This 
makes an exemption of $90,000 of life 
insurance of the amount representing 
the entire estate. 








THOMPSON WILL HEAD 
MISSOURI DEPARTMENT 


Joseph B. Thompson of Kansas City 
will be appointed superintendent of in- 
surance of Missouri to succeed Ben C. 
Hyde on or after March 10, Governor 
Caulfield announced at Jefferson City 
Monday. The appointment is being de- 
layed to avoid necessity of reprinting 
agents’ and brokers’ license blanks 
which are being renewed and which 
bear Mr. Hyde’s signature. Mr. Thomp- 
son was secretary to Arthur M. Hyde 
when he was governor and is now con- 
nected with the Sentinel Life, of which 
Mr. Hyde is president. 





Equitable of Iowa Convention 


The 1930 Production Club convention 
of the Equitable Life of Iowa will be 
held on July 8-9, at Buffalo. This will 
be a joint meeting of the Organization, 
President’s and Agency Clubs. 





Ohio Company Would 7 
Write Dowry Insurance; 
Pay $1000 for Mar riage 


An application for a license for 
rather novel insurance company has been 
filed with the Ohio insurance department 
by the Dowry Insurance Company of Ak- 
ron. The company proposes to insure per- 
sons 21 and over who are single, widows 
and widowers and persons who have been 
divorced. It plans to charge an initia- 
tion fee of $10 and collect dues of $124 
month. If one of the members marries 
he or she is to receive a dowry of $1,000 
If death occurs, the estate will be given 
$100, provided at least $200 has been 
paid into the organization. The depart- 
ment has not yet taken any action on 
the application. 





New York Life’s Investments 


At the close of the year the New York 
Life’s total investments were city build- 
ing loans $390,433,998; residence loans 


$104,168,171; farm loans $38,818,490 
stocks and bonds $671,103,570. The 
grand total is $1,204,524,229. Last year 


$82,003,901 was put in city mortgages 
and farm loans; $17,958,621 in resi- 
dence mortgages; $31,493,868 in prefer- 
red stocks now permitted by the New 


York law; $40,362,399 in municipal 
railroad, public utility and industrial 
corporations. 





C. H. Hollingsworth, H. L. Washburn 


C. A. Hollingsworth, for several years 
manager and cashier of the Biggs-Darby 
Agency of the Massachusetts Mutual 
Life, Baltimore, has joined the Henry 
W. Abbott agency of the Massachusetts 
Mutual in Pittsburgh. ; 

H. L. Washburn has been appointed 
supervisor of the Biggs-Darby Agency 
for the eastern shore of Maryland. 





End of Each Admitted 
Fifth Year Assets 

ae $ 361,973.09 
in cncniawee 897,192.51 
BE gcsencees 2,112,996.92 
i .«ornnaeane 5,204,051.52 
Dee sesaceues 19,091,586.87 


H. J. BURKHARD 
President 


ROBERT J. GILES 





E. L. BLANCHARD 


Vice-President 


Secretary and Gen’l Mgr. 


FINANCIAL CONDITION OF 


JANUARY 1, 1929 


ADMITTED ASSETS 


Mortgage Loans on Real Estate, first liens............. - ++ -$ 8,081,927.77 
Loans to Policyholders, upon Security of Company’s Policies 3,573,271.63 





Loans Secured by pledge of Bonds, Stocks or other Collateral 155,500.00 
ee cca cawedreweennikak atnis 3,305,571.72 
Es .  c bce cen dseseeasesnuesacenia 1,969,670.09 
I ons pt bees Obs CADGNReheeeeeeeees 837,587.91 
Net Life Pemiums Deferred and in Course of Collection.... 634,973.05 
i ee scene sekacéwew ete e een eae ene an 459,024.93 
da wb ane se eevadeeaeenenind sowus 74,059.77 

oe ace cnn woe weap aoewwenwee -$19,091,586.87 


OCCIDENTAL LIFE INSURANCE COMPANY 


LIABILITIES 
Reserves on Life Policies required by law..... $16,751,878.90 





TWENTY YEARS’ 


IN FIVE YEAR PERIODS 


Premium Income 


Life Dept. Accident Dept. 
$ 116.948.57 $ 44,344.50 
302,277.14 174,605.62 
672,946.95 235,275.37 
1,501,259.03 227,838.61 
4,121,482.36 253,912.60 


Premium Income 











Reserves on Accident Policies required by law 55,397.25 
Life Premiums and Interest Paid in Advance. . 149,220.34 
Reserved for Federal, State and other Taxes 
oe hia teak ea aanene 103,173.08 
ee sc wincdckddwaneeesaweawen 251,729.13 
TOTAL LIABILITIES ................ $17,311,398.70 
ee RE GI BO oo. oc eivcessncanccases 500,000.00 
NN BOR ere eee 1,027,260.04 
Ey NN i viicdcccncdvocsievevcenses 252,928.13 
Surplus as regards Policyholders.............. 1,780,188.17 
$19,091,586.87 
PROGRESS 
Total Income Life Insurance Life Insurance 
Premiums and Investment for Year in Force 
$ 178,441.98 $ 2,098,901.20 $ 2,997,391.20 
526,065.43 3,157,238.58 8,738,603.36 
1,019,809.75 5,909 426.23 20,825,256.37 
2,018,844.91 12,797,992.53 48,664,246.00 
5,940,729.27 48,811,948.62 137,694,883.09 


OFFICERS 


JOHN W. VAUGHN 
Treasurer 


DONALD W. SKEEL, M. D. 


Medical Director uditor 


W. S. HOSKING 


FRANCES M. HOPE 
Actuary 
HOWARD J. BRACE 
Assistant Secretary 


PIERCE L. DAVIES 
Assistant Secretary 


CLARENCE H. TOOKEY 
Assistant Actuary 






J. F. BURKHARD 
Vice-President 
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GROUP CLAIMS TOOK A 
JUMP DURING EPIDEMIC 


FLU CAUSED LARGE INCREASE 





Connecticut General Finds Sickness 
Claims Up 150 Percent Among 
Employes Covered 





According to Assistant Secretary 
Howard R. Hull, during the recent_in- 
fluenza epidemic sickness claims under 
Connecticut General group insurance 
were nearly 150 percent greater in num- 
ber than in the corresponding period last 
season. 

It is during such a period that both 
employer and employes are most alive 
to the value of sickness and accident in- 
surance. There is no overlooking the 
financial loss sickness causes when a 
considerable number are experiencing it. 
An epidemic like this frequently lays 
low several members of a family at 
once and when there is loss of wages as 
well as an extra expenditure for medical 
attendance, etc., in many cases it means 
serious distress. 

fmployes are so well aware of their 
need for group accident and sickness 
insurance that they are nearly always 
willing to bear the entire cost when 
given the chance to buy it at group 
rates. This is so well understood that 
when a concern ‘plans to install both 
group life and group accident and sick- 
ness insurance and expects employes to 
contribute to the cost, it is often ar- 
ranged to have the employes pay for 
the accident-sickness contract while the 
management pays for the life insurance. 

Only about 40 percent as many em- 
ployes are protected against accident 
and sickness as against death. Experi- 
ence shows that accident-sickness in- 
surance has a special appeal in those or- 
ganizations where the pay is discon- 
tinued during absence from the job. 

Judging from the increase in the busi- 
ness during the last few years it would 
seem that group accident-sickness insur- 
ance has a great future. The field is 
only partially covered. Of the 57 life 
companies issuing group life only eight 
issue sickness-accident insurance on the 
croup plan. A few casualty companies 
issue group accident-sickness insurance 
but their business is not a large factor 
in the total. 


CENTRAL LIFE OF IOWA 
ANNIVERSARY CELEBRATION 





In honor of the 33d anniversary of 
the Central Life of Des Moines, which 
was founded Feb. 18, 1896, President T. 
. Denny called all department heads 
in conference on that day in tribute to 
the memory of George B. Peak, founder 
of the company and its president until 
his death in 1923. Dr. Denny related the 
fistory of the company and spoke of 
’ progress made especially during last 
ear, 
The Central Life has had three presi- 
lents, Mr. Peak, O. C. Miller and Dr. 
Henny. Fred G. Wolfinger, secretary, is 
ompleting his 21st year. Louis Lun- 
trum of the mortgage loan department 
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as started his 26th year. Last year the 
entral Life announced a 22 per cent 
crease in policyholders’ dividends pay- 
ble this year. 


Has Million Dollar Month 


The Sun Life of Canada in Indiana, 
inder H. B. Cantelon. division manager, 
as had its first million dollar month 
nd the event was celebrated last Satur- 
av evening with a banquet and dance in 
ndiananolis with some 60 agents present 
om all parts of Indiana. The company 
s been exceptionally successful in Indi- 
Na, where it has been operating only 
WO years 
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Philline, executive vice-nres- 
the Pacifie Mutual Life. is head 
the new Consolidated Rock Products 





LIFE UNDERWRITING IS 
BECOMING A PROFESSION 


OUTLINES THE ELEMENTALS 





Dr. Huebner Gives Fourth Lecture of 





Series in New York 
for Bank 
Life insurance fulfills the first idea 
of the professional concept: universal 


need and inherent nobility, according to 
Dr. S. S. Huebner of the University of 
Pennsylvania, in the fourth of his series 
of lectures in New York City under the 
auspices of the National Bank of Com- 
merce of New York, 

“The time is rapidly approaching 
when life underwriting will be regarded 
as a profession,” he continued. “It is 
a calling of ideas which are deeply con- 
cerned with the welfare of a man’s busi- 
ness and family. In its endeavor to 
teach ideas, it renders an irreplaceable 
personal service.” 


Three Fundamental Ideas 


“These callings operate on the basis 
of three fundamental ideas. The first is 
that a profession is in itself noble and 
needed by everyone. The second in- 
cludes the idea of service, emphasizing 
the consideration of the client before 
self, or that money is not the immediate 
end. From this evolve the professional 
codes of ethics. The third maintains 
that a science is envolved in each pro- 
fession. The fourth view, that a profes- 
sional man need not actively solicit busi- 
ness, seems to preclude the underwriter. 
The excellent example of the general 
medical practitioner who must create a 
feeling of good will towards himself, 
shows this view to be ridiculous. 


Taught in 8O Colleges 


“Life insurance is taught in 80 of the 
leading universities and colleges in the 
country. If the underwriter does not 
take up this program of study,” Dr. 
Huebner said, “he may find himself 
knowing less about the subject than 
the average undergraduate. However, 
there is progress in the direction of the 
education of the underwriters and in 
this connection the American College 
of Life Underwriters may be cited. It 
has three purposes: first, to place the 
profession in the curriculum of the lead- 
ing colleges and universities for proper 
training and education—it has succeeded 
already in obtaining the cooperation of 
over 30 institutions; secondly, to teach 
life insurance in the universities and 
colleges as a general subject distinct 
from special training; thirdly, to confer 
a degree of Chartered Life Underwriter, 
upon a student completing a prescribed 
course.” 





Pennsylvania Premium Tax Bill 


A bill to impose a tax on the premiums 
of mutual life insurance companies has 
been introduced in the Pennsylvania 
legislature by Representative Stadt- 
lander of Pittsburgh. The bill, if ap- 
proved, would make the mutuals liable 
to the 8-mill tax on the premiums re- 
ceived for business done in the state. 


Mountain States Appointments 


Wade A. Brown, who has been con- 
nected with an oil company, has been 
ppointed agent of the Mountain States 
Life at Glendale, Cal. F. B. Beach, who 
has been 20 years with the Equitable of 
New York, has returned to life insur- 
ance becoming general agent of the 
Mountain States Life at Hollywood. 











Don Hazzard, formerly with the Occi- 
dental Life, is appointed general agent 
of the Mountain States Life at San 
Diego. W. H. Mansfield, formerly with | 
the International Life, becomes general | 
agent for the Mountain States at San 
Bernardino, Cal. 

C. L. Callander, district manager for | 
the West Coast at San Jose, has been 
appointed general agent of the Mountain 
States at Santa Cruz, Cal. 








any operating 23 plants. 











Sixty-Sixth Annual Statement by the 


Lire INSURANCE COMPANY 


oF BosTOn. MaSSacnusEtTS 


Summary as of December 31, 1928 


ITH the close of 1928 the Company passed the 

Three Billion dollar mark of total life insurance 
in force, on more than Six and One-Half million policies, 
held by over 4,200,000 policyholders. 


The assets increased over $45,000,000 during the year, 
showing a total of $496,171,706.51. 


Payments to policyholders and beneficiaries during 
the year amounted to $56,262,949.93, making a total of 
such payments since organization of over $540,000,000. 


TOTAL ASSETS $496,171,706.51 


TOTAL LIABILITIES 
Policy Reserve $420,352,437.00 


Reserve for Divi- 
dends to Policy- 
27,481,738.13 


9,669,747.58 $457,503,922.71 
$38,667,783.80 


All other liabilities 
SURPLUS FUNDS 








There has been a reduction in general annual cost to policy- 
holders during the past seven years, while in the same period 
the Company has doubled in size and financial resources. 

















March Winds Blow Service! 


During March our Field 
Underwriters will strive to 
serve our 43,000 Policyholders. 


A Policyholders’ Magazine 
and Increased Non-Medical 
Limits during this month will 
help them in this service. 


Prospective General Agents 
who are interested in a grow- 
ing Company which helps its 
men are invited to write fora 
copy of“Atlantic Advantages” 


ATLANTIC LIFE 


INSURANCE COMPANY 
Richmond, Virginia 
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LIFE COMPANIES ARE 
AIDS TO HOME BUYERS 





THEY LEND MANY MILLIONS 





National Association of Real Estate 
Boards Gives Interesting Figures 
on Financing 


Fifty-six life insurance .companies 
loaned $374,011,647 on American homes 
in 1928, according to the National As- 
sociation of Real Estate Boards. The 
association points out that the man who 
really wants a home of his own can call 
on the greatest financial institutions in 
the world to help him realize his dream. 

The 56 insurance companies whose 
figures are quoted have combined assets 
of $9,438,956,861, and are among the 100 
largest insurance companies in _ this 
country. The association points out that 
the reason for the release of these vast 
mounts to the home buyer lies in the 
fact that the home buyer is such a good 
risk. Experience has shown financial 
institutions that the man buying his 
home under a mortgage or installment 
payments rarely defaults. An insurance 
company that is carrying more than $1,- 
000,000,000 in loans on homes says: “It 
is our judgment that there is no form of 
security for trust funds over a long term 
offering less trouble or liability or de- 
preciation or expense of collection than 
owner occupied residence loans made on 
conservative appraisements with proper 
equity remaining in the borrower.” 


Repayment Made Easy 


Few insurance companies make 
straight mortgages, but require install- 
ment payments on the principal, averag- 
ing from 3 to 6 percent a year. Many 
companies defer these installment 
periods for two or three years after the 
loan is placed. This practice affords an 
opportunity for the borrower, who may 
have to place a second mortgage against 
his property, to pay this off before he is 
required to make principal payments on 
his first mortgage. 

One of the 100 life insurance com- 
panies queried by the association has a 
plan whereby home loans are amortized 
over a 10- or 12-year period, with a life 
insurance policy to protect the family 
against loss of the home through death 
of the bread-winner, at a cost of 6 per- 
cent net. This company has lent $5,- 
000,000 in this way during the past five 
years. Part of the large sum paid every 
year by American people who die in- 
sured goes into the construction of 
homes for other people they never knew. 


Status of Indiana Legislation 


Both houses of the Indiana legisla- 
ture have passed the bill which would 
broaden the scope of investments for life 
companies organized under the statutes 
of the state and it is up to the govern- 
nor for signature. It has the endorse- 


ment of Indiana life companies. This 
: the only insurance bill passed thus 
ar. 

Senate Bill 9 which would have substi- 
tuted the American Men table of mor- 
tality for the American Experience 
table has been killed, but a substitute 
bill (45) has been reported favorably 
and passed second reading. 

Senate Bill No. 180, which would per- 
mit life companies to write policies nam- 
ing beneficiaries with or without insur- 
able interest has been reported favor- 
ably. 

The old age pension bill (Senate Bill 
52) has been killed, as has been a sim- 
ilar bill in the house. 


Second Year Lapses Decline 


The Pacific Mutual Life has expe- 
rienced a steady decline in its second 
year lapse ratio during the past three 
years. In 1926 the percentage was 16.8, 
while in 1927 the rate was 14.7, and in 
1928 a record of 12.7 per cent was 
established. 


Indianapolis Life Figures 


The annual statement of the Indianap- 
olis Life shows assets $9,215,382, increase 
$1,622,902; surplus $501,719. It puts up 
a reserve of $25,000 for contingencies. 
Its new business last year was $23,319,- 
132, increase $2,400,543: income $3,180,- 
697, increase $522,512; business in force 
$86,027,488, increase $11,000,000. It has 
had an average mortality ratio of 39 per- 
cent since it started. 

The Indianapolis Life has been con- 
ducted in a straightforward, honorable 
way since it started. Its results to pol- 
icyholders, agents and all connected with 
it have been eminently satisfactory. 


Dr. Simmons on Trip 


Dr. E. G. Simmons of New Orleans, 
vice-president of the Pan-American, was 
in Chicago this week visiting the new 
branch office and arranging for its ex- 
pansion. He had been in St. Louis. He 
left for New York and then intends to 
work back through Virginia and other 
southern states. 


W. E. Jones to be Editor 


Newman Furness, who has been the 
active editor of “Life Association News,” 
the organ of the National Association 
of Life Underwriters, has resigned and 
will be succeeded by W. E. Jones. 


Has Woman Claim Superintendent 


Miss Georgia Nelson, who has been 
issistant superintendent of claims of the 
Security Mutual Life of Binghamton, 
N. Y., has been promoted to superin- 
tendent of claims, succeeding H. J. Mc- 
Cormick, who has retired. Miss Nelson 
has been with the Security Mutual for 
19 years. 





National Savings Files Suit 


The expected suit of the National 
Savings Life of Wichita to compel Com- 





nissioner Charles F. Hobbs of Kansas 





to register the company’s policies on 
its Texas business was filed in the Kan- 
sas supreme court last week. An an- 
swer is to be filed this week and it is 
possible that the case may be heard 
by the supreme court at the March 
session. 

The suit will have an important bear- 
ing on the powers of the commissioner 
to refuse to register policies which con- 
tain provisions to which he may object 
or which he feels are not in strict com- 
pliance with the laws of this state. 


Honor Welty on Birthday 


Home office executives and district 
managers gave C. W. Welty, first vice- 
president and general manager of the 
Lamar Life, Jackson, Miss., a surprise 
birthday dinner party. Telegrams from 
six southern states reported 10 times 
the normal production of business that 
day in his honor. 


With Company Twenty Years 


William D. Bowles, general agent in 
Des Moines for the Phoenix Mutual 
Life, celebrated his 20th anniversary with 
the company by a dinner last Saturday 
evening. Many prominent insurance men 
were among the friends of Mr. and Mrs. 
Bowles, and at the conclusion of the din- 
ner the Des Moines Association of Life 
Underwriters presented 20 roses to Mr. 
and Mrs. Bowles with a scroll signed by 
the guests and bearing expressions of 
esteem. 


Opens Group Service Office 


The Prudential has opened a new 
group insurance service office in Los 
Angeles under A. L. Brodie, home office 
representative, taking headquarters at 
609 South Grand avenue. He will assist 
in the promotion of group insurance in 
California, Oregon and Washington. 


Back in Publishing Field 


Stanley R. Flitcraft of the well-known 
Flitcraft insurance publishing house of 
Oak Park, Ill., who has spent two years 
at the home office of the Guardian Life 
of New York, has returned to the pub- 
lishing business and will act as travel- 
ing salesman for the Flitcraft life insur- 
ance works. 





Karl Stoudt and Hubert Charles 


Karl Stoudt and Hubert Charles have 
been appointed general agents for the 
Old Line Life in southern California 
with headquarters in Los Angeles. Mr. 
Stoudt has been engaged in the real 
estate business in that city, but was 
formerly a successful producer in the 
east. 


Entering as Old Line Company 


The National Life of Des Moines, 
which has reorganized as a legal reserve 
company, being established on a mutual 
basis, is now being licensed in the vari- 
ous states where it formerly operated as 
an assessment company. 











FIGURES FROM DECEMBER 31,1928, STATEMENTS 
orn COMPANIES ous 














Total New Bus. Ins. in Gains in Ins. Prem. Total Pd.Policy Total 

— ae ae Surplus 1928 Force in Force Income Income Holders Disburse. 
Bankers Life, Ia...118,410,417 ...... 4,622,080 140,862,566 834,184,377 652,352,375 30,983,236 37,528,215 16,348,877 23,498,029 
Eureka, D. scoss 4,986,445 250,000 309,743 19,075,623 60,510,205 4,045,938 " 113 =1,823,053 458,317 1,260,233 
Farmers & Traders 3,604,495 300,000 166,087 6,379,000 30,495,846 3,783,168 836,857 1,002,522 199,004 454,996 
Tk, ME covcess 160,319 140,000 8,363 2,226,4 2,060,762 2,060,762 45,083 137,961 4,602 110,475 
Grt. Northern 4,780,806 300,000 140,630 8,149,220 33,815,256 2,378,340 858,206 2,718,657 388,183 2,444,497 
Harvester .ccsccee 1,018,790 500,000 418,646 4.054,00 6,526,500 3,187,400 151,875 288,266 15,575 188,843 
Hawkeye .cccccces 1,250,710 100,600 §1,699 1,166,611 7,604,144 468,393 276,881 392,260 79,466 214,069 
TT Qe. 39,549,506 4,000,000 3,163,219 23,277,643 177,170,717 1,076,8 5,004,245 6,914,287 2,511,519 5,364,912 
John Hancock Mut.496,171,706 = ...... 299,588,381 i ...... 3,030,065,855 265,734,294 103,497,229 131,110,401 56,252,308 88,151,614 
SOEOR, Be Beseeces 1,273 150,000 110,851 6,689,357 10,660,231 4,797,447 261,522 29,390 11,2 67,705 
Lincoln Res., Ala. 1,847,120 105,620 324,7 4,795,216 14,241,637 1,891,138 434,316 703,817 183,697 81,404 
Midland Mut., O... 16,534,582 300,000 870,740 15,033,400 100,404,001 6,682,511 3,359,291 4,330,440 1,551,699 2,547,463 
Mut. Tr. Life, Ill.. 22,954,146 ...... 1,091,543 29,409,030 149,260,926 12,530,627 5,088,506 6,489,331 2,066,339 3,620,961 
Reins. L. of Amer. 1,740,580 500,000 500,000 22,389,178 62,650,922 801,000 567,537 38,498 313,683 586,078 
Sec. Mut. Life, Neb. 4,032,614  ...... 267,950 4,413,262 24,992,548 1,810,516 702,091 951,062 352,536 628,324 
Southern Sts., Ga. 8,168,693 150,000 148,197 14,284,182 65,365,756 1,929,795 1,757,926 2,225,927 1,093,090 1,860,627 
States Life, Ind. 45,384,666 errr 3,411,344 40,479,714 264,341,921 16,455,170 8,101,750 10,608,605 4,676,1 ,150,575 
Sun, Montreal ....488,958,706 2,000,000 66,938,862 441,244,39 1,852,702 397,186,495 102,636,467 155,824,476 49,841,352 76,586,428 
T. Ins. A. of Am. 15,099,955 500,000 ,054,787 4,880,974 28,036,216 4,132,441 ,977,565 3,870,522 449,329 616,095 - 
Unt. Ben., Nebr.... 437,509 200,000 28,814 17,810,187 19,535,937 11,955,248 406,321 430,097 42,122 (373,554 
Wstrn. States, Mo. 196,426 100,000 104,562 1,376,925 eer 38,972 45,946 8,000 54,082 
Win. Math. vcore +» 65,749,261 400,000 359,302 7,307,292 39,167,095 2,876,673 1,073,332 1,337,312 473,525 $81,438 














INVITE ALL LIFE MEN 
FROM 46 OHIO COUNTIES 








COLUMBUS SALES CONGRESS 





Notable Program of Speakers An. 
nounced for Session March 7— 
Expect Big Attendance 





COLUMBUS, O., Feb. 21.—Every 
life insurance writer in 46 counties of 
Ohio has been invited to attend the 
sales congress here March 7 under the 
auspices of the Life Underwriters Asso- 
ciation of Columbus. More than 2,200 
invitations have been issued, and it is 
believed that the meeting will be the 
largest and most interesting the asso- 
ciation has ever held. The program 
includes R. B. Coolidge, Aetna, Cleve- 
land, who will discuss “Practical Sell- 
ing Methods; Harvey Weeks, Provident 
Mutual, Buffalo, “Oats;” William Pid- 
geon, a prominent business man of 
Rochester, N. Y., who will tell “What 
Life Insurance Meant to One Man;” 
John W. Yates, Massachusetts Mutual, 
Detroit, “Life Insurance in Action,” and 
Claris Adams, secretary and counfel 
American Life Convention, St. Louis. 
His topic will be “Life Insurance and 
the Nation’s Welfare.” Mr. Pidgeon will 
speak at the luncheon. 

Officers of the Columbus association 
are H. P. Gravengaard, president; 
Charles R. Eckert, vice-president; Ely 
D. Miller, secretary; and J. Boyd Davis, 
treasurer. Harry M. Moore is chairman 
of the program committee and Stephen 
R. Fraher of the committee on educa- 
tion and publicity. The executive com- 
mittee is composed of the officers and 
Jchn C. Anderson, H. A. Chipman, 
Stanley R. Coffman, Mr. Fraher and 
Mr. Moore. 

Sales congresses will be held the same 
week in Cleveland, Cincinnati and 
Toledo. 


VICE-PRESIDENT WAY DEAD 


Well Known Official of Provident Mu- 
tual Life Was Stricken While 
Playing Golf in Florida 


PHILADELPHIA, Feb. 21.—John 
Way, vice-president and director of the 
Provident Mutual Life, died at the 
Orange General Hospital at Orlando, 
Fla., following an operation. Accom- 
panied by his wife and daughter Mr. 
Way left Philadelphia a week ago for 2 
vacation in Florida. He was taken ill 
the day after his arrival while playing 
golf and was taken to the hospital. Mr. 
Way had been ill the early part of last 
year and was in the hospital for some 
16 weeks, recovering in time to atten 
the house warming of the new Provident 
Mutual home office. 

Mr. Way, who was born Oct. 21, 
1871, in Bedford County, Pa., had beet 
with the Provident for 36 years, start 
ing in 1893 as a clerk. In 1910 he was 
made assistant treasurer. He was elected 
vice-president in 1916 and a director # 
1923. He was also a director of t 
Lumbermen’s Fire and its running matt, 
the Philadelphia National Fire, the Cet 
tral National Bank and the Mine Hi 
& Schuylkillhaven Railroad. 














Roy C. Toombs Indicted 


ST. LOUIS, MO., Feb. 21.—Roy G 
Toombs, president, defunct Intern® 
tional Life, was indicted on charges 
using the mails to defraud by the fet 
eral grand jury. The indictment com 
tains three counts. One alleges Toombs 
directed the Grand Avenue Nation 
Bank to mail a draft for $105,000 w! 
false International Life stock certificate 
attached to the National Park Bank 
New York City. The other counts 
charge that Toombs directed employee 
of. the insurance company to | 
tae Chicago false certificates 
stock, : 
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THAT IS THE DEMAND OF 
THE WIDE-AWAKE UNDER- 
WRITER OF TODAY. BEFORE 
PROGRAMS OR PROPOSALS 
THERE MUST ALSO BE PROS- 
PECTS, AND NO MAN IS 
REALLY A PROSPECT UNTIL 
CERTAIN FACTS CAN BE 
LEARNED ABOUT HIM. HOW, 
ARE THE VITAL DETAILS TO” 
BE SECURED? CAN HE GET 
INSURANCE— PAY FOR IT— 
WHAT IS HIS SPECIFIC 
NEEDS? 


American Central Representatives 
Get the Full Facts 
Efficiently 


“FUNDAMENTALS FOR 
FIELD MEN” GIVES A COM- 
PLETE EXPLANATION OF 
THE PROSPECT SURVEY AND 
HOW IT MAY BEST BE EF- 
FECTED THROUGH THE USE 
OF THE SURVEY CARD—A 
HANDY DEVICE THAT OF- 
FERS A CONVENIENT, LOG- 
ICAL METHOD OF PLACING 
THIS VALUABLE DATA AT 
THE AGENT’S INSTANT CALL. 


— — 


(Just one of the many reasons why American Central representa- 
tives are happy and successful.) 


ESTABLISHED 1899 


AMERICAN CENTRAL 
LIFE 


INSURANCE 
































| WRITES 39.7 PERCENT 


ON OLD POLICYHOLDERS 





IOWA LEADS STATE AGENCIES 





Equitable Life Publishes Production 
Figures for January—$5,554,657 
Paid-for Business 





The Equitable Life of Iowa had a total 
of $5,554,657 of paid-for business during 
January. Iowa led all agencies in state 
production honors and paid for $991,344 
during the-month. Other leaders in the 
state production for the month were: 
Pennsylvania, $966,596; Ohio, $696,984; 
Illinois, $654,590, and Michigan, $322,000. 

R. W. Campbell of the Rice Agency, 
Harrisburg, led in personal producton 
during January with a paid-for produc- 
tion of $300,000 for the month. Other 
leading agents for the month were: G. 
W. Swartz, Minneapolis; W. B. Beeson, 
Detroit; H. J. Miller, Philadelphia. 

The Rice Agency, Harrisburg, led all 
agencies with a paid-for production of 
$440,950 during January. Other leading 
agencies in paid-for productions are; F. 
A. Smart, Detroit; E. W. Cameron, Min- 
neapolis; Wallis & Tyson, Philadelphia; 
and H. A. Hedges, Kansas City. 

The Equitable of Iowa secured 39.7 
percent of all paid-for business in Jan- 
uary from policyholders, R. W. Camp- 
bell of the Harrisburg agency was the 
leading agent in business secured from 
this source. 


AMERICAN CHICLE CO. 
ADOPTS PENSION PLAN 





T. H. Blodgett, president of the 
American Chicle Company, has an- 
nounced that his organization has 
adopted a bond pension plan for the 
benefit of the employes of its factories 
in Long Island City, New York, and its 
plants in Chicago and San Francisco. 
The plan is underwritten by the Equit- 
able Life of New York. 

The plan is contractual, cooperative 
on a 50-50 basis and is guaranteed by a 
full cash reserve; that its aim is to make 
available a retirement income, beginning 
at age 65, equal at least to half the em- 
ploye’s average wage. An outstanding 
feature of the plan provides protection 
against disability as long as the disability 
lasts up until retirement age, when the 
service annuity begins. 

The maximum annual cost of this plan 
to the company is estimated to be 1.7 
percent of payroll during the first 10 
years, and thereafter 1.2 percent of pay- 
roll. 


F. E. WHITE JOINS THE 
ANCHOR LIFE STAFF 





The Anchor Life of Tulsa, Okla., an- 
nounces the appointment of F. E. White 
as home office supervisor . 

Hé will be in charge of the field or- 
ganization work. He is no stranger to 
the life insurance fraternity of Okla- 
homa, having been prominently identi- 
fied with life insurance work in it and 
adjoining states for many years. He 
was, for the past four years, and until 
the business of that company was re- 
insured, home office supervisor for the 
International Life of St. Louis. His 
duties for the present will be confined 
to Oklahoma and Arkansas until those 
states are thoroughly organized, when 
other states will be entered. 


New Commissioner for New Jersey 
Frank H. Smith of. Plainfield has 


been selected by Governor Larson of 


New Jersey for commissioner. of: bank-: 


and insurance in succession to aewees 
Maxson, whose term. of office . will 
shortly expire. It is taken for, granted 
that the nomination of: Mr. Smith will 
be approved by the legislatére.* +> . 





EUREKA-MARYLAND HAS 
SUCCESSFUL WEEK DRIVE 


OVER _ $2,000.000 WRITTEN 





Braddock and Pottston Agencies in 
Pennsylvania Write Average of 
$17,000 a Man 





BALTIMORE, Feb. 21.—The Ev- 
reka-Maryland Assurance has completed 
a successful “Pep-Up-Week” ordinary 
campaign, held throughout both the in- 
dustrial and ordinary field. The grand 
total of business written aggregated $2, 
421,000, of that amount $1,272,000 was 
written by the ordinary department, 
The northern district writing $807,000, 
southern division $300,000, home office 
$42,000. 

Proportionately Braddock, Pa., led the 
field with $212,500 for the week, which 
was an average of $17,000 per man. 

The general agency at Pottston, Pa, 
which has been operative only a month, 
wrote $70,000 during this week, or an 
average of $17,000 per man, 

Among the other outstanding districts 
were Pittsburgh, Wilkes-Barre and 
Hazelton. 


CHANGE OF BENEFICIARY 
ON BUSINESS POLICY 





At time of issuance of policy, insured 
and his brother, Louis Wellhouse, wer 
the principal stockholders of the United 
Paper Company. The policy was ob- 
tained pursuant to agreement betwee: 
the brothers that it be taken out for 
the benefit of the paper company. There 
after insured severed his connection 
with the paper company. Held that a 
policy of life insurance originally valid 
does not cease to be so by cessatior 
of the beneficiary’s interest in the life 
of insured, unless so provided in the pol- 
icy itself. In obtaining the policy, in- 
sured acted, not for himself individually 
but for the paper company, which pai 
for the insurance, which having been ac- 
quired at the expense and for the benefit 
of the paper company, that compan} 
was the owner of the policy and the 
beneficiary of its provisions, including 
the one as to changing the beneficiary 
Whatever rights or privileges insure 
had under the terms of the policy, h 
held in trust for the party from whon 
the consideration proceeded. Nothing 
in the evidence as to the circumstance: 
attending the issue of the policy fur- 
nishes any support for the contentio! 
that Alvin Wellhouse, before or aite! 
he ceased to have any connection wit 
the paper company, had the right t 
change the beneficiary without conset! 
of the paper company. The court cot 
cludes that he did not have that right 
and that the court did not err in making 
the above mentioned ruling. Wellhous 
vs. United Paper Co., U. S. C. CA 
5th Cir. (Gr.). 





Saufley Still on the Job 


LOUISVILLE, KY., Feb. 20- 
Rumors have been floating about in inst 
ance and political circles regarding 
probable resignation of S. M. Saufie! 
as Kentucky insurance commissione! 
with Bush W. Allen of Harrodsburé 
Ky., banker, insurance agent and {0 
mer chairman of the insurance com 
mittee, and director of the old Buri) 
Tobacco Growers’ Cooperative Associ 
tion, mentioned as his successor. 
first of these rumors appear to hav 
been circulated nearly a month ago, be 
Mr. Saufley is still in charge, and ! 
rather looks as if he will remain ther? 
at least for the time being. Others have 
been mentioned within the past fe® 


weeks in this. connection. However, "> 


an effort to run down the rumors not! 
ing-at-all solid has been reached. 

















John -R. Hardin, president -of the M* 
tual Benéfit, nas sailed-for Europ: 























22, 1929 














AS 
YRIVE 


[TEN 


cies in 
e of 


he Ev- 
mpleted 
rdinary 
the in- 
= grand 
ted $2,- 
100 was 
irtment, 
807,000, 
e office 


led the 
» which 
man. 

on, Pa., 
month, 
, or an 


districts 
res and 


OLICY 


insure 
e, wert 
United 
was ob- 
betwee! 
out for 
, There 
nection 
| that a 
ly valid 
essatior 
the lite 
the pol- 
licy, in- 
yidually 
ch pai 
een ac- 
» benefit 
ompany 
and the 
icluding 
eficiary 
insure 
licy, h 
1 whon 
Nothing 
stance: 
icy fur- 
ntentio! 
or after 
on wit! 
‘ight t 
consent! 
urt con 
it right 
making 
ellhous 
~ co 


20.- 











February 22, 1929 





LIFE INSURANCE EDITION 











17 








An Eight Page Ad 


SEEKING A VERY SPECIAL TYPE OF MAN 
For the Field Service of 


THE LINCOLN NATIONAL LIFE INSURANCE CoO. 


Fort Wayne, Indiana 








4 


> 


The man we seek must first of all, be of such 


e character, personality and presentability that he 
may truly represent our company and the institution of life insurance 


with credit to them both. 


It has been our pride to weave into the 
woof and warp of our company the 
highest of ideals, worthy of the 


great name it bears, and of the great service field it 
occupies. ‘The man who carries the message of our 
company to the people must be of the caliber and 
character that measures up with such ideals. This 
requirement is exceedingly necessary because, in the 
eyes of most of the people in any community, The 
Lincoln National Life man zs The Lincoln National 
Life Insurance Company. 


The man we seek must be a man we may be proud 
of, a man whom we may support to the limit, a man 
who will be respected as he goes about counseling 
with the wealthy as well as the wage-earner, as he 
plans programs of thrift and protection for policy- 
holders of his own type—a man of whom we may 
well be proud. 


To such a man or men The Lincoln National Life 
Insurance Company will make no glittering 
promises, but will offer honest opportunity for serv- 
ice, adequate and growing income, and fascinating, 
satisfying work. The following pages will tell you 
more of the type of man we seek and of the oppor- 
tunity for him. 











Back of The Lincoln National 
Life Agent 


A GREAT INSTITUTION 


Any company, which in a quarter of a century, can make 
the march from scratch to the front row among American 
Life Insurance Institutions, may well be called a great 
institution. In less than that time The Lincoln National 
Life Insurance Company has won recognition as an ag- 
gressive, progressive, strong and friendly company. It has 
grown to be a big company with more than sixty-one mil- 
lions of assets, with more than five and a half millions of 
surplus, and more than six hundred and fifty millions of 
insurance in force. 


The Lincoln National Life Insurance Company is a great 
institution because of its ideals, because of its organization, 
because of its record, because of its unsurpassed service to 
policyholders, because of its plan for fieldmen, because of 
its codperation with agents, policyholders and staff mem- 
bers, and because of the great satisfaction that association 
with it in its work brings to all within its fellowship. 
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An eight page ad seeking a very special type of man for The Lincoln National Life Insurance Company 








The man we seek must be financially success- 


® ful. 


He must already have proven that he has 


acquired the habit of success through the exercise 
of the sturdy qualities of industry, thrift and judgment. 
It is necessary that this be so, for the man we seek 
must be the adviser of others, already successful, in 
financial matters or in other fields. 


The man we seek ts not neces- 


sarily a man of much property, 
but he must be respected, must carry no 
stamp of the down-and-outer or wastrel. 
The man who lives from hand to mouth, 
who moves from job to job and town to 
town, eliminates himself automatically as 
a candidate for the work we offer. 


To a man, who can qualify, we offer 
work commensurate with his ability and 
character, opportunity which will chal- 
lenge the best of his earning capacity, 
and. reward squaring with his effort. 


No limit will be placed upon his advance- 
ment, except that which is self-imposed, 
and every cooperation and encourage- 
ment will be given him. 











Back of The Lincoln National 
Life Agent 


A“ GREAT PLEDGE 


No institution can long be strong or great which is not an 
institution of high ideals. The Lincoln National Life In- 
surance Company of Fort Wayne, Indiana, has, from its 
very beginning, squared its policies of management with 
its ideals, and proudly and earnestly made its slogan a 
pledge: “Its Name Indicates Its Character.” 


The selection of a name for the company was deliberately 
made at the time The Lincoln National Life Insurance 
Company was organized, because of the admiration which 
its founders had for the great railsplitter and humanitarian. 
In all its subsequent history, in its relationship with policy- 
holders, in its consideration of employees, in its square deal 
agent’s contract, and in its sound management policies, 
there has been reflected the determination to live up to the 
very spirit as well as letter of its pledge. 





The Lincoln National Life Insurance Company, Fort Wayne, Ind. 
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An eight page ad seeking a very special type of man for The Lincoln National Life Insurance Company 





3 The man we seek must be a student; he must 
e be intellectually aggressive. He must have the 
mental capacity to understand the technique of 
a most unusual sales work, to keep abreast of the 
rapid advances in his field and to take a place among 


leaders in business. 


The Lincoln National Life will help such a man to mobilize his mental 
resources and to grow in underwriting work. It offers courses, confer- 














Back of The Lincoln National 
Life Agent 


A GREAT ORGANIZATION 


The management of The Lincoln National Life Insur- 
ance Company has been continuous and unbroken; the 
men responsible for its early success guide its destinies 
today, and are yet comparatively young men. About 
them they have gathered a great organization, a valiant 
and aggressive group of life insurance agents; actuaries 
and insurance technicians of recognized ability; able 
financial men, medical men, research men, and a most 
remarkable office service organization. 


Arthur F. Hall, President and Founder, prides himself 
most on the organization that he has recruited and led. 
The influence of his leadership has been tremendous. 
At his right hand are three men of unusual recognition 
and attainments: Vice President D. B. Ninde, in charge 
of financial activities; Vice President Walter T. Shepard, 
in charge of Agencies, and Vice President F. B. Mead, 
noted insurance technician. 


The members of The Lincoln National Life organiza- 
tion are proud of it; from office boy up they would 
fight for it. Backed by such an organization an agent 
knows he will “get somewhere” for four hundred home 
office workers are sincerely interested in his success. 

















ences, conventions, publications and 
thoughtful correspondence which sup- 


- plement his contact with other men like 


him. 


Mental activity as a part of one’s work 
differentiates it from the static, the me- 
diocre, the treadmill job. It gives a kick 
to one’s work. Here is a place to use it 
to the utmost. The day of the dull, un- 
informed, back-number life insurance 
agent is behind us; the day of the alert, 
progressive, thinking, planning life un- 
derwriter is here. The Lincoln National 
Life Insurance Company seeks men of 
the latter type—men who can and will 
use their heads. 


With that type of men the company has 
progressed, and will progress as the men 
themselves forge ahead. The Lincoln Na- 
tional Life seeks men who are students, 
men who are intellectually aggressive. 





The Lincoln National Life Insurance Company, Fort Wayne, Ind. 
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An eight page ad seeking a very special type of man for The Lincoln National Life Insurance Company 





The man we seek must be a leader— a winner 


e of men. 


We insist, not only that he have 


leadership ability, but that he exercise it, and grow. 


The work of the life underwriter 1s the work of lead- 


ing men to an action abundantly to their advantage, 
but one that they may be slow to take—may not readily follow in some 


instances. 
things they ought to do. 
them to take the action they ought to 
take, but lead them, also, to taking 
that action. 


The world is always ready to follow the 
man who is tremendously in earnest, and 
who knows where he 1s going. The 
leader is a man with a program and 
with earnestness and sincerity and pur- 
pose to carry out that program. The 
Lincoln National Life Insurance Com- 
pany through its stimulating plans and 
cooperation, helps men with potential 
leadership qualities to develop and grow 
and expand—to get in front of the 
procession and lead—to win men. 


There is no work of greater personal 
satisfaction than that of life underwriting, 
which is a service of true leadership, and 
a contribution to the welfare of the 
people of unquestioned value and great 
social and moral strength. The man we 
seek must be of the earnest, far-visioned, 
purposeful leader type. 


It often takes a great leader to persuade men to do the 
The life underwriter must not only induce 














Great 
Territory— 
30 States 


Back of The Lincoln National 
Life Agent— 


A GREAT PLAN 


Tied together into a smoothly working whole are a train- 
ing plan, a general agency organization, branch offices, a 
headquarters service group, agents’ achievement organiza- 
tions, special stimulations such as contests, rewards and 
honors, eagerly attended agents’ conventions, and satisfy- 
ing agency meetings. There are agency publications and 
sales helps. There are special men to conduct conferences 
and continuous conference by correspondence with specially 
delegated service men. Technicians are ready and eager 
to help. 


Agency supervisors and officials honoring fine bits of work 
and pointing out pitfalls, count it their great privilege to 
help and encourage. All these and many more are care- 
fully organized into concrete, definite working programs. 
The plans which the agents of The Lincoln National Life 
share are tested and tried plans, and they make successful 
agents, in furthering the great aim of the company—to 
provide life insurance protection of unquestioned security 
to the largest possible percentage of applicants at the 
lowest possible cost. 








The Lincoln National Life Insurance Company, Fort Wayne, Ind. 
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An eight page ad seeking a very special type of man for The Lincoln National Life Insurance Company 





5 The man we seek must be an enthusiast. 
e The compelling power of enthusiasm will 
mobilize his ability, potential leadership qualities and 
service into a vital, almost irresistible program which 
will win people to his following, to their great good. 


Men of enthusiam, imagination, vision, fervor and zeal always are men 
of accomplishment if stabilized by balanced judgment, intellectual 
aggressiveness, and sound coédperation on the part of the leaders of the 











Back of The Lincoln National 
Life Agents— 


A GREAT KIT 


Of course The Lincoln National Life Insurance Company 
has all the time-tested standard insurance policies: the 
various Endowments, Limited Pay Life, Ordinary Life and 
Term Contracts, but it also presents some unusually at- 
tractive, popular and valuable specialties. It was a pioneer 
in the field of Juvenile Insurance and offers a series of 
children’s policies available even at babyhood. It was a 
pioneer in Substandard Insurance, and its successful ex- 
perience in this field furnishes a guide that helps it to con- 
tinue to be a leader in this specialty. It has other attractive 
pecial p The Emancipator Contract, for example, 
which offers maximum protection at lowest cost, plus other 
attractive provisions. Its 23 Year Endowment is a policy 
with options providing for a host of contingences. Its 
various annuities and its Retirement Income Policy are all 
exceedingly attractive. 





In its kit in addition to these and other contracts are 
waiver disability, income disability, double indemnity and 
dismemberment optional contracts. There are attractive 
Salary Savings and Draft Plan payment methods. There 
are interesting options for the settlement of claims provid- 
ing almost every conceivable type of income payment. The 
Lincoln National Life Insurance Company backs its agents 
with a wonderful tool kit, and helps each agent to become 
skillful im the use of all its tools. 











cause for which they work. The sound 
codperation of the Home Office officials 
of The Lincoln National Life Insurance 
Company with its enthusiastic officers 
accounts to no small degree for the tre- 
mendous growth of this great company 
This growth and social service is gain- 
ing momentum with every hour, and 
more high-caliber, able enthusiasts are 
needed for its expansion program. 


If you are a man who can become fired 
in every fiber with a contagious enthu- 
siasm for a great cause, we want you, 
we have a real place for you, and a real 
future for you. 


The man we seek is an enthusiast; he 
has the power to catch the enthusiasm 
of other great enthusiasts, but he: also 
has ability to kindle his own enthusiasm, 
at times, in the inspiration of the great 
work he does. 


The Lincoln National Life Insurance Company, Fort Wayne, Ind: 
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An eight page ad seeking a very special type of man for The Lincoln National Life Insurance Company 





The man we seek must be a real producer, 


® a real worker—no drones need apply. 


There 


is a place in the world for the dreamer if he har- 


nesses his dreams 1n action. 


There zs a place for 


the wisher—the ambitious man, if he is willing to work 


to make his 
tions under his air castles. 


The job of the life underwriter is one 
that responds inevitably to the worker, 
the plugger, but seldom yields, if ever, to 
the lazy schemer. The job we offer is no 
easy one. It demands long hours, con- 
centration, singleness of purpose, hard 
work—but it is the most interesting and 
best paid hard work that can be found. 
It is hard work that repays in income 
and satisfaction to the last iota for every 
bit of effort. There need be no futile, 
blind alley, dull and unpaid labors in 
life underwriting. 


Industry in itself is not enough in the man we seek; 
he must be able to gear in his efforts with a real plan, 
a tested program. With our plan and program we 
offer him thorough aid. We offer him the successful 
experience of hundreds of other Lincoln National 
enthusiasts, and the methods that they are using 
today. These plans, plus intelligent effort, cannot 
help but succeed. 


wishes materialize—to build solid founda- 























Back of The Lincoln National 
Life Agent 


A GREAT HOME OFFICE 
SERVICE 


The Home office building of The Lincoln National Life In- 
surance Company has been called one of the most efficient in 
America. In it are housed the most modern and efficient of 
time saving hi t tic typewriters and auto- 
matic telephones, mechanical accounting and mechanical statis- 
tical machines—the telecall, the telautograph and all manner 
of short-cut machines and devices. These, plus efficient plan- 
ning, have enabled the company to handle ‘approximately forty 
percent more business without adding to its staff. 





Speed is built into the home office operations; it is the pride 
of the home office folks that thirty-five percent of its policies 
are mailed out on the date the applications are received and 
the majority go out within 24 hours. In all its office work 
records for speed and accuracy are made. Such service to 
policyholders and agents is gratifying indeed to the agent who 
knows that he may rely upon his organization daily, in 
ordinary situations and in emergencies. This confidence is but 
one of the many that he has in his company, which is strong, 
safe, able, successful, friendly, and which inspires him to 
greater efforts. 
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An eight page ad seeking a very special type of man for The Lincoln National Life Insurance Co. 





The man we seek must be a man who likes to 


e work with people. 


He must be socially minded, 


and interested in the problems, the emergencies, the 
troubles of the people of his community. 


He must be a man with a practical social mind, with ingenuity enough to 
see the ways that the special aid he is empowered to offer, insurance for 


protection and saving, may meet social situations and problems. 


He must have an eye for 


the thrift problem of the young married couple, the aspirations of parents to give their chil- 
dren a sound education, the taxation and investment problems of men of means, the worry of 
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Back of The Lincoln National 
Life Agent— 


GREAT SALES COOPERATION 


In addition to its highly keyed general office service, The 
Lincoln National Life Insurance Company offers its agents 
a wholesome, helpful, thorough sales codperation and 
service. Under the leadership of Vice President Walter T. 
Shepard, there is an able staff of managers, superintendents, 
assistant superintendents, supervisors and specialists to 
help the men of the branch offices and general agencies. In 
addition to the personal leadership of the managers and 
general agents there is a complete circle of home office 
aids. There is the correspondence training course. Effec- 
tive literature and attractive printed material is provided. 


There is advertising, lead production, circularizing assist- 
ance. There are stimulating honor clubs, agency meetings, 
sectional conventions. There are agents’ magazines, and 
bulletins. There is a specially appointed service corres- 
pondent who handles special needs of each agent. There 
is a technical research and briefing department which helps 
with special cases. All this codperation is offered with 
enthusiasm and friendly spirit. Recognition is proudly 
paid for achievement. Production leaders and outstanding 
records of various kinds are published. Sound and ex- 
Pperienced advice is always ready for him, and cheerfully 
given. Great sales codperation is one of the factors which 
aid LNL men in winning great achievements. 


the head of a family when he knows his loved ones 
are not financially protected, nor their future neces- 
sities and comforts assured. 


We seek a man who likes to work with people, and 
who likes to help them. To such a man the work of 
life underwriting will not be a monotonous chore 
and a daily drudgery, but a joy and a zest forever. 
Such a man will carry to the people of his commu- 
nity a practical ministry which may mean more to 
them, perhaps, than almost any one other single 
social agency. It will be a means that they them- 
selves provide, and no flavor of unwanted paternal- 
istic charity will taint it. 


To such a man (or men) we offer no glittering 
promises, but a genuine opportunity for income, 
service and satisfaction. Write us for further infor- 
mation, using the blank below. 








The Lincoln National Life Insurance Company, 
Fort Wayne, Indiana. 


Gentlemen: I believe I am the type of man you describe. 
Please send me further information, and a copy of your 
illustrated book, “Can You Measure Up” 


Better still—write 
us a letter about 
yourself. 

N. U. 




















(See next page. 


The Lincoln National Life Insurance Company, Fort Wayne, Ind. 
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And Now, the final page of an eight 
page ad fora man. This page gives the financial con- 
dition of the great institution that seeks him. 








You Can Understand This Financial Statement 


The Lincoln National Life Insurance 


OF FORT WAYNE, INDIANA 


ASSETS LIABILITIES 
ee $43,342,561.64 NINE 5 cic) cad ehebnewadeueaeenael $52,863,110.05 
On farm property $13,182,396.59 and on city property This amount with interest and future premiums 
$30,160,165.05 the total being appraised at $115,816,- will pay all policy claims as they mature. Under 
790. Where buildings are a part of the appraise- the Indiana insurance law the securities, in which 
ment, fire and other forms of insurance are carried this money is invested, are kept on deposit with 
and assigned to this company. In no case is a loan the State of Indiana. 
made for more than one-half the appraised value. ie : “ 
Additional Policyholders’ Funds................ 440,320.55 
RO Te eee ‘sevacenccnserecseseds 941,191.31 Amounts set aside for, or already apportioned to 
School District and Municipals. policies in addition to the reserves. 
BOONE TIOONND oc nncssncsccsnseccsibctseretseccenese 4,157,998.04 i a aa i ee a cae ay 1,030,516.01 
Including Home Office Building owned free of Although we had not received formal Proofs of 
encumbrance. The best arranged and most beauti- Death or Disability we had word nevertheless that 
ful life insurance building in America. certain policyholders had died or were entitled to 
. P disability benefit 1,030,516 has been set aside to 
vanes Balances on Properties Sold on Con- oe oan pe = mg $ 
BS ccc er cdeseenceccdcesessctarscessesesse 
: 1 ae eo ee 439,127.97 
Reames to Pollaghobere.... oc... cccccccccccscccs 7,865,097.38 Life insurance companies are very heavily taxed. 
That the value of a life insurance policy, as col- This amount is set aside for taxes payable in 1929. 
lateral security is appreciated by our policyholders, 
is evidenced by the fact that we have loaned Premiums and Interest.......... cin eeceunsamsi 350,201.56 
$7,865,000 on policies. No loan exceeds the cash Many policyholders take the precaution to pay their 
value of the policy. premiums in advance to avoid possibility of over- 
looking them at the due date. Considerable inter- 
Interest Due and Accrued................+.00% 1,007,574.07 est on loans is also paid in advance. 
On mortgage loans, policy loans, bank deposits, etc. ° Bemens 
ate en — Eee on eee 118,630.79 
Net Premiums in Course of Collection......... 2,350,176.07 Agent’s commissions, medical fees, bills not yet 
These premiums were due but not received at the presented, etc. 
home office on December 31. However, a great i 
part of this amount was in the hands of our Contingency Reserve Fete eeee ween teen ee ewes 472,038.68 
cashiers in our 48 branch offices. Many policyhold- This sum is set aside to take care of any undue or 
ers take advantage of the 30 days of grace allowed unexpected fluctuation in mortality, investments, 
in the payment of premiums. etc. 
re 1,161,845.51 NE COMI ove iecdsccsicceenevensas $2,500,000 
Balances are carried in 37 banks throughout the Unassigned a ee 3,000,000 
country. The principal amount, however, is _car- 
ried in Fort Wayne banks. $1,106,221 of our bank Surplus to Protect Policyholders.............. . 5,500,000.00 
balances was drawing interest. The company must Although every liability is cared for in the other 
carry at all times a bank balance of sufficient amounts set out above, this immense sum o 
amount to make payment of death claims. 5,500,000 lends additional "security to policyholders. 
SD FOE TURNING. on. 6 vc cskccineccatndinics $61,213,945.61 Be NS I oid cc ecacsasanauvadecwnan $61,213,945.61 





Financial Conditions 
as of December 31, 1928, as Reported to the Indiana Insurance Department 








Progress Shown in 5-Year Period 


Progress in 1928 


New Paid Business During the Year— 
153 Million Dollars 


INCREASE Over 1927 Business— 
14 Million Dollars (10% 


658 Million Dollars 
144 Million Dollars 


1914 Million Dollars 
(20% Gain) 


61 Million Dollars 


Increase in Admitted Assets During 


INCOME 

Sc. ccuduatund cor dunadedeeron $ 133,956 

IE acetic es teats aie Go log aa a 433,441 

EE ER eles te ts LFF 2,884,181 

SE -Deaha want ateaee enek cae - 9,545,041 

DY Scicrtscct ie ehanesnes ead 19,533,789 Insurance in Force— 
ASSETS 

a se yte ite te wt oe one ty 1 a Gain in Insurance in Force— 

DE, << Sardine hace wanes ea aebueeie 6,196,449 

IES IRE Ais Ryan eee ean 20,148,409 Income During Year— 

| REI er iene eran mie 61,213,945 

INSURANCE IN os _— 

DED Scot uakucenesavesennaedens ,520,5 Admi Assete— 

re ee ee 11;344,890 nnROnS eames 

SE tibet tien ce cenceeesaeeae 76,082,463 

RN Us oWudenekakaukekawaeue 296,096,925 

SE eit vane aes Coeuace ace 658,747,143 


Year— 18 Million Dollars 


Co. 





Paid Policyholders and Beneficiaries Since Organization More Than 31 Million Dollars 
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ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependent 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W. C. 


Lock Box 1365 
* Columbus, O. 





| days. 


|to the public as possible. 














A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t”’ 
WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 
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DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 
General Agent for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 





























| AS SEEN FROM NEW YORK 





By C. C. N 
——— 
PRUDENTIAL’S SMALL LOANS 
There is remarkably little criticism, 


but considerable praise, of life insurance 
companies in the public press these 
An institution is not condemned 
or praised for specific acts so much as 


|for the general spirit that animates it. 
Life insurance has a large element of 


true public service in its make-up; at 
its best it conforms instinctively to a 
certain code which lines it up with pub- 


lic sentiment. For example, it is nat- 
ural that in great mutual companies 
whose billions constitute the reserve 


funds of the nation the spirit is to give 
these funds as wide a distribution back 
Thus when 
real estate sec- 
tions of the daily press showing that 
the great companies are encouraging 
with their loans individual home build- 
ers, it is felt that these companies are 
functioning properly. Here is a typical 
headline over an article which helps life 
insurance: “Policyholders Protected by 
Loans on Homes and Farms.” 

This particular article deals with the 
Prudential’s real estate mortgage loans 
for 1928. It shows that they were $217,- 
737,094, or 11 millions in excess of the 
previous year and quotes Vice-Presi- 
dent Woodruff as follows: 

“No field of investment offers - better 
opportunity for service than that of the 
real estate mortgage loan. Under proper 
supervision and with due regard for the 
security of funds entrusted to us by our 
policvholders, we have held always to 
the principle that there is no better way 
in which we could invest our moneys 
than in an effort to help the worthy 
American citizen to own his own home.” 

The Prudential’s outstanding real es- 
tate loans on Dec. 31 were $975,635,641. 
There were 23,155 new loans in 1928 
on dwellings and 1.346 on apartments 
for the accommodation of 44.669 fami- 
ies. Such facts are concrete indications 
that the Prudential is being adminis- 
tered in the interests of its policyhold- 
ers and the public. 

* + 


articles appear in the 


* 
TELLS OF CREDIT VALUES 


“Credit Life Insurance” was discussed 


by Dr. S. S. Huebner of the Wharton 
School of Finance and the American 
College of Life Underwriters in an ad- 
dress before the New York Credit 
Men’s Association last week. The great 
future for this phase of the business 


was painted in glowing terms by this 
eminent authority on life insurance eco- 
nomics, who believes that the next 20 


years will see the development of human | 
extent greater | 


life credit values to an 
than credit on property values. Dr. 
Huebner said that there is an increas- 
ing realization in commercial circles 
that the man who creates property val- 
ues is the chief factor in the values cre- 
ated. He predicted that 20 years hence 
the money value of human lives will be 
six times the total of national property 


values—and this total will be extensively 


utilized for credit purposes. He pointed 
out to the credit men that life insurance 
is thus rapidly becoming recognized as 
a “callable sinking fund bond on the 
loss of life,” extensively used by aggres- 
sive business men. The natural result 
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lerritory Desired 
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above information wil 


vith this Company. 


A. L. Key, President 





li be treated in confidence, 
to whether the territory is open and full particulars about the General Agency opportunities 


THE VOLUNTEER STATE LIFE "INSURANCE COMPANY 


Chattanooga, Tennessee 


Faithfully Serving Insurers Since 1903 
Operating in Alabama, Arkansas, Florida, Georgia, Louisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tennessté,'Téxas and Virginia. * 


and will bring you informatien as 


. M. Mitchell, Agency Manager 
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will be a great extension of insurance 
limits, to meet these credit needs. Dr. 
Huebner also pointed to the work of 
life conservation, to save some of the 
loss accruing through the needless 
death annually of men representing life 
values of $3,000,000,000. Still further, 
Dr. Huebner said that the future will 
doubtless see still another addition to 
the group of business preservatives in 
the torm of protection against price 
fluctuations, this taking a huge toll an- 
nally among business men. He said 
price fluctuations caused 24,000 
bankruptcies in one year recently and 
workable form insurance on this 
hazard is needed. 
+ * 7 
DOOR NEIGHBORS 


some 


NEXT 


It is rather interesting that two of the 
greatest insurance institutions of the 
world should now be almost next door 
neighbors up on Madison avenue. But 
these companies are so vast that they 
are little cities in themselves, and rather 
self-sufficient, so there is not likely to 
be so much “neighborliness,” except per- 
haps among the higher officers, as one 


would think. To be “neighbors” in busi- 
ness these days does not mean much 
more than the same term means now- 


adays in a social sense. 
_The New York Life occupies 14 floors 
of its beautiful building and there are 


no doubt department heads and minor 
officials who seldom see and scarcely 
know each other. This is particularly 
true of the much larger Metropolitan 
which has departments and divisions 
galore, each pursuing its own way in- 
dustriously and pretty much by itself. 


With New York’s growing list of tre- 
mendous industrial concerns: there is: a 
tendency even in the giant institutions 
themselves to deplore the impersonality 
which of necessity characterizes them to 
a considerable extent, but large corpora- 
tions are the order of the day and there 


is no help for it. President D. F. Hous- 
ton of the Mutual Life recently re- 
marked that we are only at the begin- 
ning of the large corporation era, in his 


opinion. 


* * &* 
GROWTIL OF THE METROPOLITAN 
Take the Metropolitan. It is-one of 
the giant organizations of the world and 


yet it is bound to become several times 
larger than it is. One has but to go into 
any industrial district office and look 
around to realize what is bound to hap- 
pen. Here are, say, 50 desks, about the 
size of those in a school room and ar- 
ranged in much the same manner. The 
agents spend a few minutes early each 
morning at these desks arranging their 
day’s work and then are off for their 
debits or “beats” for the day and usually 
for the evening ‘also in the homes of 
their prospects, talking insurance at the 
only time the wage-earner has the op- 
portunity for it. These men are ynder 
a strict, almost military, discipline, and 
put in eight or nine hours a day actually 
seeing people in their homes. There is 
none of the waste of time which the 
agent writing ordinary alone has to 
suffer because the industrial agent works 
within a few. blocks, where his pros- 
pects are all together. No ordinary sys- 
tem can match the industrial system for 
economy with the single exception: of 


the expense for weekly premium collec- 
tion in person, which, of course, adds 
greatly to the cost of industrial insur: 
ance. But the Metropolitan and other 


industrial companies are gradually get- 
ting away from the expensive industrial 
system and the time will come within 
the next 25 or, 50 years when most .of 
the industrial business will cease to be 
weekly premium and »will. be: paid-om the 
monthly, quarterly or annual plans with 
a consequent reduction of expense. Then 
what do we have? We shall have-a very 
economical agency system writing the 
insurance~ of, say, 50 or 60° millions of 
our~120~miltion population on what is 









Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and +", - 
prospects ready to 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and send 
them to us. (Signing on 
these lines will cost noth- 
ing.) 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 








26 THE NATIONAL 


UNDERWRITER 





February 22, 1929 











The Reason 


will interest youif....... 


2 


EEE 
in 
ten years 


12 


TIMES 


THE 
INSURANCE 
IN 
FORCE 


| 


TERRITORY OPEN 
In Ohio, Michigan, District 
of Columbia, West Virginia, 
Georgia, Alabama and 
Lowisi 




















If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing its assets and insurance- 
in-force by more than twelve-fold in 
ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


Eight millions of increase first eight 
months of 1928. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 








Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 






We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 

























W. T. O'DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 34 MILLIONS IN FORCE 


























practically ordinary insurance and for 
much larger policies than are at present 
taken, because the industrial classes are 
becoming much more prosperous and 
thus able to buy at least a few thou- 
sands of insurance, paying their premi- 
ums much the same as other people do. 
President Fiske, with his broad business 
statesmanship, at the recent Metropoli- 
tan convention strongly stressed the 
importance of the new monthly pre- 
mium plan which approaches ordinary 
insurance in cost; and no doubt the time 
will come when a still further advance 
will be made and even the monthly plan 
will give way on much of the business 
to quarterly and annual premiums. 
Think of 30,000 or 40,000 full time agents 
for a single company working under 
strict supervision and with the least 
possible waste of time and effort, writ- 


ing practically all ordinary insurance. 
The ordinary companies have much to 
learn from the industrial system, even 
though industrial insurance is looked 
upon by some as a “necessary evil.” 


EFFECT OF HOOVER REGIME 


Taking a look forward for the next 
eight years, assuming that President- 
elect Hoover is re-elected, his engineer- 
ing mind directed to economy, efficiency 
and the elimination of waste is quite 
likely to bring about fundamental 
changes in all lines of business much 
more rapidly than if the president were 
of the laissez faire type. This is the 
underlying thought in New York among 
many at the present time, and while 
changes will come gradually instead of 
radically they will come all the same, 
many believe. 
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Business issued in 1928 and amount in force 


December 31, 1928, in various commonweallths 
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New 
Business In Force 

Acacia Mut., D. C. 1,334,144 10,364,529 
AOTNA ..cccesscvcecs 2,712,960 10,528,260 
American, Mich....-. «s+ se6- 5,500 
John Hancock ..... 6,359,540 28,667,951 
Equitable, Ia........ 523,814 2,260,019 
Kansas City........ 766,084 1,649,390 
Metropolitan .....++.+ 24,180,713 101,377,388 
Mutual Benefit...... 1,588,375 16,856,124 
Northwestern Mut 2,794,200 40,366,103 
Occidental, N. C...-- 93,500 756,000 
Ohio Nat........s+0s 263,875 2,100,317 
Pan-American .....-- 54,013 857,415 
Reins. Life, Ia..... 117,000 1,635,833 
Union Labor........ 6,000 5,000 
Western & Southern. 9,737,685 16,687,494 

MICHIGAN | 

New 
Business In Force 

American, Mich...... 62,603,451 
Ohio Nat. Life....... 14,965,627 
North American, Ill. 3,055,681 
West, & Southn.....O. 24,770,042 
West. & Southn..... I, 47,255,812 
State Mut., Mass..... 26,543,345 
Reserve Loan, Ind... 3,268,523 
Metropolitan Life...O. 276,900,782 
Metropolitan Life...G. 278,360,802 
Metropolitan Life.. .I. 193,302,592 
J. Hancock Mut...O. 62,481,292 
J. Hancock Mut...G. 14,457,500 
J. Hancock Mut....I. 32,084,873 
Northwestern Mut... 577,275 
Rockford Life, Tl.. ,034,801 
Pacific Mut........+. ,203,389 
Equitable, Ia....... 25,311,598 | 
North. States, Ind... 824,405 | 
Roman Stand., Mich. 3,077,744 
New England Mut... 51,428,478 
Columbus Mut....... 10,131,976 
ROCRMR ceccccsccves oO. 89,220,915 
POE cocccccences G. 168,461,850 
N'’w’n Nat., Minn..O. 11,830,217 
N’w’n Nat., Minn..G. 206,500 
Peoples Life, Ind.... 2,221,725 
Union Cent. Life, O.. 38,338,493 
Farm Nat. of A., Ill. 1,703,245 
Continental, Mo...O. 2,464,501 
Continental, Mo...G. 609,500 
Bat. BiSe, Cite ccces 621,355 
Wisconsin Life...... 184,028 
Wash. Fid. Nat...O0 119,500 
Wash. Fid. Nat..... I. 1,150,461 
Minn. Mut. Life..... 4,015,750 
Sentinel, Mo......... 71,590 
Manhattan, N. Y..... 1,592,025 
Bankers Life, Ia.... ’ 35,191,994 
Tnited, Til....... oO. 114,500 110,509 
Weees, Wh cccccccs 5. 2,149,316 1,344,791 
weGee Tbe, WM. Zicve 8 —§ cccdecess = osveesec 
Abraham Lincoln... 267,889 260,933 
Phila. Life........ 91,241 631,457 
Provident Mut....... 7,917,148 40,577,358 
Indianapolis Life 1,050,339 3,860,425 
Central, Til.......... 572,446 3,646,640 
United Benefit, Neb. 114,000 121,000 
Home Life, N. Y.... 1,320,482 18,118,609 
Manuf. Life, Can.... 5,901,690 23,137,324 
Guardian Life, N. Y. 1,150,401 9,892,061 
Columbian Nat...... 1,470,13 4,602,708 
Nat. Life & Acc...O. 914,021 2,344,871 
Nat. Life & Acc....I. 3,261,706 5,697,289 
Detroit Life....... O. 18,334,461 71,924,840 
Detroit Life....... G. 487.950 2.663.305 
Ohio State Life..... 457,000 4,998,481 
Penn. Mut. Life..... 7,943,086 44,030,739 
Register Life, Ia..... 959,888 1,016,495 
Springfield Life, Ill. . 1,420,934 3,375,515 
National, Vt. ....... 3,776,332 19,618,545 
North Amer., Ont. 671,029 4,711,832 
Berkshire, Mass..... 1,648,692 12,780,874 
Liberty, MTil......... 1,059,000 8,098,820 
Midland Mut., O... 1,479,987 6,348,543 


New 

Business In Force 
Union Labor, D. C... 108,000 129,500 
Bankers Life, Neb... 128,377 927,396 
Security, Ill......... 4,276,930 9,741,893 
Illinois Life......... 3,208,809 19,447,103 
Central Life, Ia.... 545,479 3,283,398 
Michigan Life....... 2,461,089 2,450,589 
Grange Life, Mich.O. 4,798,799 23,699,031 
Grange Life, Mich.G. 60,900 315,200 
Gt. West. Life, Man. 4,940,022 16,492,040 
Gem City Life, O..0O. 469,547 467,671 
jem City Life, O..G 10,000 81,000 
Lafayette Life....... 1,421,514 5,757,810 
Great Western, Ia... 153,000 385,500 
Security Mut., N. Y.. 1,984,239 7,195,344 
Acacia Mut.......... 1,550,688 8,694,865 
MH. Ze EBbBWccccccccce » 21,336,213 145,097,915 
Cont. Assur., Ill.... 3,377,895 8,838,103 
Travelers ......+++ QO. 13,598,106 70,027,041 
Travelers .....+..+:. 3. 20,078,125 74,837,840 
Kansas City Life.... 1,645,551 2,861,388 
Mase. Mut... .cccccces 17,240,193 103,704,938 
Amer. Cent., Ind.... 1,205,508 5,911,300 
Mut. Benefit......... 28,194,521 211,082,086 
Mut. Idfe, NM. F...00- 14,351,117 104,898,359 
Fed. Res. Life, Kan 1,798,850 2,096,062 
Great Northern, Wis. 6,968 26,668 
Mut. Trust Life, Ill.. 808,289 3,528,809 
State Life, Ind...... 1,784,529 11,193,422 
Comm. Welbccccccccecccce 5,000,803 24,137,684 
Wisconsin Nat....... 624,850 1,558,271 
Federal, Ill........ oO. 2,717,305 12,094,913 
Poederal Tide, TWl..cck. ceccecer 3,994 
Nat. Life, U. S. A... 6,612,903 47,086,873 


Ask for Rehearing 


Officers of the Woodmen of the 
World have asked the Nebraska su- 
preme court in Lincoln for a rehearing 
of the case in which the Globe Life was 
ordered to return to the fraternal order 
approximately $2,000,000 that the order 
had invested in its stock because the 
| officers had no power to so use the funds. 
The officers said the decision is the 
greatest injury the order has received in 
its entire existence, and ask the court 
to examine anew at least several of the 
questions necessary to the final decision 
and not adequately or justly dealt with 
in the opinion. 

The Globe Life, in its motion for 4 
rehearing, contended that the decisio® 
failed to consider, discuss or give legal 
effect to the settled rule of law tha 
when an ultra vires transaction of 4 
corporation or of two corporations, ha: 
been completed and the properties ané 
the consideration therefor exchanged 0 
rescission will be granted either party. 
but they will be left where found. 


Grange Life May Double Capital 


A doubling of capital stock at the dis 
cretion of the directors by means of # 
100 percent stock dividend was 3 
thorized at the recent annual meeting 
the Grange Life of Lansing, Mich. The 
board, meeting after the stockholders 
approved a 10 percent cash dividend bw! 
took no immediate action on the sto 
increase. 

The Grange Life has enjoyed 2 good 
year, adding well over $4,000,000 to 
business in force. The tota] insurant 
in force at the end of 1928 was $24,310 
397. The company’s assets total $3,724 
785, while capital and surplus amou™ 
to $824,286. 
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COMPILATION SHOWS 

EFFECT OF INFLUENZA 

(CONTINUED FROM PAGE 5) 

influenza during the first four weeks in 
January was seven times that of the 
same weeks last year, The pneumonia 
rate was somewhat less than twice last 
year’s corresponding figure. The peak 
in the influenza epidemic was reached 
in the week ending Jan. 19 when the 
influenza death rate was 259.7 as com- 
pared to 27.6 for the preceding year. 

The other large companies suffered 
as well as the Metropoitan, although 
the ordinary policyholders were not 
affected to the same degree as the in- 
dustrial, 

The Provident Mutual Life reports 
that respiratory deaths accounted for 
52 percent of the total in January, 1929, 
compared to 17.3 percent of the total 
in January, 1928. For January, 1929, 
the Connecticut Mutual Life showed 
losses resulting from influenza 


Confined to Older Perscns 


Herbert B. Dow, actuary of the New 
England Mutual Life, draws attention 
to the fact that although his company 
had a large number of death losses due 
to influenza and pneumonia during De- 
cember and January, they were princi- 
pally confined to the older policyholders 
and that the losses of the company were 
no larger than in previous years. The 
mortality for January, 1928, being 57.32 
percent and in January, 1929, 58.66 per- 
cent. The same situation is true in the 
Travelers case. Edward B. Morris, the 
Travelers actuary, in his reply said: 
“There has perhaps been an increase in 
pneumonia cases, probably _ starting 
with the influenza, but as the total 
claims have not shown a material in- 
crease, we really have nothing to re- 
port.” 

Reports Large Increase 


The Massachusetts Mutual Life re- 
ports a very large increase in influenza 
and pneumonia cases, there being 100 
deaths in December, 1928, and January, 
1929, as compared with 33 percent in 
the same months in 1927 and 1928. The 
total claims for these two months this 
year were $538,350 as compared with 
$114,100 last year. This shows that there 
were over 100 percent more influenza 
and pneumonia cases while the total 
claims were only 26 percent. 

In the case of the Missouri State Life 
the total claims increased from 218 to 
230 during the respective period, while 
influenza and pneumonia claims _in- 
creased from 27 to 72. 


Greater Gain in Amount 


Although the pneumonia claims of 
the Union Central Life showed no great 
mcrease during the two months in ques- 
tion, the influenza claims increased 
from nine in January, 1928, to 59 in 


In the data given it is interesting to 
Note that the greatest percentage of 
gain was in the amount of claims 
rather than in the number of claims, 
which doubtless was due to the death 
rate at the higher ages. The figures 
Siven in the accompanying table are, 
of course, not accurate nor complete 
enough for a conclusive comparison. 

The smaller companies were not hit 
very hard by the influenza and pneu- 
monia epidemic, probably because they 
ave not taken many older lives on 
their books, No attempt was made to 
tabulate the figures of these companies 
2ecause there was not enough data to 
Indicate an average. 


Expects Drop in Losses 


In the report of one of the large 
companies out of 160 deaths due to 
Pneumonia and influenza in January, 
1929, 109 of these were on lives 45 years 
of age or over. This is rather conclusive 
Proof that the pneumonia and influenza 
ecaths were in many cases premature 
> my of degenerative cases rather 

n to original cases. 

ercy H. Evans, actuary for the 
Northwestern Mutual Life, said that 
usually after the disappearance of one 
fo these pandemics the rates of death 
8s drop, and therefore in the absence 


of a reoccurrence I look for a low rate 
during 1929.” 

A conclusion can be drawn that many 
of the people who have died would have 
died any way within the next few years 
from other causes had they not been 
claimed by the pneumonia and flu epi- 
demic. 

In this connection the Metropolitan 
in its mortality report dated Jan. 19, 
1929, said: “Inspection of the company’s 
table shows the extent to which the 
widespread prevalence of influenza op- 
erates to raise the mortalitv of chronic 
diseases, more especially heart diseases, 
cerebral hemorrhage and chronic neph- 
ritis. The death rate from puerperal 
causes is also running much higher at 
this time last year, especially an in- 
crease in mortality from abortions and 
miscarriages, arising out of the present 
outbreak of infiuenza.” 

President S. M. Babbit of the Great 
American Life of Kansas, suggested an- 
other phase of the question by saying: 
“My opinion of the epidemic of last De- 
cember and January, is that the damage 
or the Joss by reason of it was not so 
much the immediate loss as was the 
effect on the physical condition of the 
person, which in my judgment, will re- 
sult in a loss spread out over a consid- 
erable period of time yet to come.” 





New Company Is Licensed 


The Reinsurance Life of America) 
which will move from Des Moines to 
Chicago, has now been licensed by the 
Illinois department as an Illinois cor- 
poration. It has $500,000 capital. Its 
president is R. M. Malpas. 


R. Wiley Marr 


R. Wiley Marr has resigned from the 
firm of Durfey & Marr of Raleigh, N. 
C., to become associated with the 
Raleigh agency of the Occidental Life. 
He has many friends in the city. 





Manufacturers Officials on Trip 


A. Mackenzie, manager of agencies of 
the Manufacturers Life of Canada, is 
visiting the West Indies for several 
weeks. L. A. Spaulding, an agency 
superintendent, is on a trip to Hawaii. 


Central Life Wins Suit 


Judge Shankland has ruled in favor of 
the Central Life of Des Moines in the 
million dollar suit started in district court 
there by a group of policyholders. At- 
torneys for the plaintiffs asked the court 
to order an accounting of all sums re- 
ceived by stockholders individually since 
it has operated as a stock company. They 
asked further that the company be en- 
joined from making further payments of 
this sort and that all payments pre- 
viously made be returned. 

Judge Shankland based his ruling on 
the opinion that the plaintiffs, as policy- 
holders, were without power to bring 
the case into court; that they have at 
no time been stockholders in the com- 
pany, and therefore were without right 
to interfere with its operation by offi- 
cials. 


Metropolitan Pension Plan 


The Metropolitan at its recent conven- 
tion announced practically a doubling of 
the field men’s pensions. Under the new 
plan Metropolitan men retiring at age 65 
will receive a pension of from 75 to 80 
percent of their incomes while with the 
company. 


Toombs Trial Continued 


The trial of Roy C. Toombs, former 
president of the International Life, on 
five state charges of grand larceny for 
issuance of fraudulent stock certificates 
was continued this week by Circuit 
Judge Hartmann of St. Louis to the 
April term of court. Congressman 
Frank R. Reed of Illinois, chief counsel 
for Mr. Toombs, is chairman of. the 
house committee on flood control and has 
been in Florida conferring with Presi- 
dent-Elect Hoover. His absence caused 





postponement of the trial. 








AETNA 
LIFE INSURANCE SCHOOL 


Opens Tuesday, March Sth 


TWELVE INTENSELY PRACTICAL LESSONS 
ON LIFE INSURANCE 


Sessions Twice Weekly 
Tuesday and Thursday Evenings from 6:30 to 8:00 


Open to anyone interested in 
Life Insurance and to all brokers 


NO TUITION FEE 





Get further information from 


S. T. WHATLEY, General Agent 


AETNA LIFE INSURANCE CO. 
Suite 2043, 230 South Clark Street 

















Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, You will 
never Seek a New Connection for its Distinctive 
System Guarantees Lowest Net Cost and Satis- 
faction to Policyholders and Maximum Compensa- 
tion and Satisfaction to Fieldmen. This Company 
does not Lose Policyholders Financially Able to 
Keep their Insurance in Force nor does it Lose Pro- 
ducing Agents. 


There are no Middlemen—General Agents, 
Branch Managers, etc. Great Savings, thus Effected, 
go to Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing 
Privilege Opens the Door to the Most Profitable 
Endeavor in Life Insurance. 


An Immediate Inquiry Will Well Repay You. 


COLUMBUS MUTUAL LIFE 
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**BEST in the BEST €Chart’’ 







Cc. W. Brandon, 
President 
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Ohio 
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Ohio Governor Keeps His Pledge 


of Ohio 


and 


Y. Cooper 
pledge, 
governor of 
in the 


GOVERNOR MYERS 
kept his campaign 
shown that he is an able 
his state in being able to do so, 
prompt repeal of the unwarranted in- 
crease in the Ohio premium tax from 
214 to 3 percent, passed under the pre- 
vious administration. The repeal of the 
law making the % percent increase was 
an administration measure and was one 
of the first matters to which Governor 
directed his attention upon as- 
suming office. It passed both houses of 
the legislature without delay. 

Here is a notable instance of a state 
promptly righting an injustice when it 


has 


COOPER 


was found that a piece of legislation 
had been hastily passed and _ill-con- 
sidered. 


A great state like Ohio should not set 
the example for excessive tax legisla- 
tion which hungry small and radical 
states are only too eager to follow. 

Governor Coorer has kept Ohio in 
the middle of the road where that great 
commonwealth belongs and the thanks 
and appreciation of insurance. men 
everywhere’ are due him not only for 
his sound stand but for his wise guid- 
ance in redemption of his campaign 
pledge, which was also the pledge of 
his Democratic opponent. 


L. D. Drewry—An Interesting Personality 


veteran general agent of 
who died this 
the 


D. Drewry, 


the MuTUAL LIFE, 


BENEFIT 
month, was for many years one of 
outstanding life underwriters of the coun- 
spent his entire life insurance 
career in the service of that company. 
Starting as the district agent of the com- 
pany at Chattanooga, Tenn., he became 
state agent for Tennessee and later devel- 
oped probably the largest general agency 


try and 


of the south, covering Tennessee, Ala- 
bama and Mississippi. He became for a 
time superintendent of agencies at the 


home office but retained the Chattanooga 
When Ronert SIMPSON, 
agent for Ohio at Cin- 
Drewry spent. several 
months deciding who should have the 
agency, then took it himself, resigning the 
home office position and establishing his 
permanent home in Cincinnati, continuing, 
however, as head of the southern agency 
which he conducted through a, partner. 
For many years his partner was E. H. 
Roiston, afterwards general agent of the 
New Enctanp Mutwat, and of late years 
until he gave up the agency a few months 
ago his partner was W. G. Ormic, who 
had been in the Cincinnati office as cashier 
and assistant manager. Some years ago 
his health failing him to some, extent, he 
established a winter home in Sea Breeze, 
Fla., where he became a large operator 
in real estate and among other large in- 
he purchased the Clarendon 
which 


general agency. 
the veteran state 
cinnati, died Mr. 


vestments 


Hotel farm of nearly 1,0000 acres, 
he operated. 

One of his interests was a tulip bulb 
farm, designed to supply bulbs which had 
formerly come from Holland and in this 
he was successful, 
bubs a year, 


raising sevéral milllion 
He also ran a model farm 


near Cincinnati. He gave little attention 
to the life business and gradually passed 
out of the picture so far as insurance was 
concerned, 

The Ohio agency of late years has been 
conducted by his nephew, James S. 
Drewry, and H. N. SHeparp, with Mr. 
Drewry as virtually a silent partner, al- 
though he kept in as close touch with it 
as possible, 

Mr, Drewry was an exceptionally good 
judge and developer of men and both of 
his agencies were large producers of high 
grade business. The Ohio agency is one 
of the model agencies of the company. 
He enjoyed a very large income from his 
business for many years, besides which 
he had outside investments, at one time 
having a considerable interest in cobalt 
mines of Canada. Mr. Drewry was com- 
panionable and likable and in Daytona 
Beach took a great interest in local affairs. 
When the boom came on he had large 
holdings, some of which he sold, and he 
was at all times a great believer in Flor- 
ida’s future. At one time, although nearly 
blind, he stuck pluckily to his work in 
managing his large interests and fortu- 
nately’ overcame his blindness some two 
years ago. He was one of the typical and 
outstanding general agents of the old 
school, a man of broad vision and 
possessed of unusual business judgment 
and ability. 





A mule can’t kick while he is pulling 
or pull while he is kicking. 


The man who falls down, gets up 
quicker than the one who lies down. 


Do not wait for your ship to come in, 
charter a tug and go after it. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 


——- — 





The Missouri State Life was well 
represented in the delegation of Adver- 
tising Club members who journeyed 
from St. Louis to Jefferson City for the 
purpose of inducting Governor Henry S. 
Caulfield of Missouri into honorary 
membership in the Advertising Club of 


St. Louis. Missouri State officials in- 
cluded in the delegation were Cc. O. 
Shepard, vice-president; J. P. Licklider, 


director of publicity and sales research, 
and Edmund Burke, manager of the St. 
Louis branch, 


Charles F. Shearman, veteran agent of 
the Aetna Life in Chicago, associated 
with S. T. Whatley’s office, is one of the 
active members in the Ohio Society in 
Chicago and is now its secretary. 

S. T. Whatley, Chicago manager of the 
Aetna Life, is sojourning for a few 
weeks in southern California. Mr. 
Whatley is an industrious and arduous 
worker when he is on the job and is now 
charging his dynamo for an intensive 
campaign for business on his return. 


Mrs. Charles F. Bullen, wife of the 
Chicago manager of the Canada Life, 


died last week at her home at the 
Belden-Stratford hotel. The funeral 
services were held Thursday. One of 


her sons is A. G. Ramsay, general sup- 
erintendent of agencies of the Canada 


Life. 


Milton A. Freedy insurance commis- 
sioner of Wisconsin, is now able to be 
at his office at the capitol for a part of 
each day. He was confined to his home 
for several weeks, due to an ailment 
that threatened one of his legs. 


Sam F. Clabaugh, president of the 
Protective Life of Birmingham, Ala., will 
head the Birmingham Safety Council for 
the coming year. Prior to his election 
as president of the Safety Council, Mr. 
Clabaugh was chairman of the mem- 
bership committe and a member of its 
executive board. 


A. C. Tucker, president of the Royal 
Union Life of Des Moines, is spending 
the better part of the winter in the 
lower Rio Grande valley in Texas and 
may possibly go to Florida for a week 
or so. Mr. Tucker, as is known, was 
greatly impaired in health and since he 
has gotten back on the firing line on 
the advice of his physician he is trying 
to dodge some of the rigors of the Iowa 
winter. However, he keeps in close 
touch with the company’s business, per- 
sonally supervising most of its new in- 
vestments. He will return to Des Moines 
the latter part of March or first of 
April. 


M. J. Cleary, vice-president of the 
Northwestern Mutual Life, Milwaukee, 
been appointed general chairman of the 
Milwaukee community fund campaign 
for 1929 by the executive committee of 
the fund. Mr. Cleary has been a most 
active worker in former years for the 
drive to gather funds. He is the third 
representative of the Northwestern Mu- 
tual Life to head the drive within nine 
years. Clifford McMillen, home general 
agent in Milwaukee, was the general 
chairman in 1923 and Victor M. Stamm, 
large personal producer in Milwaukee 
for the company, was general chairman 
in 1926. 

Fred W. Potter of Springfield, IIl., 
who served as Illinois insurance superin- 
tendent during the administration of 
Governor Charles S. Deneen, died at his 
home in his city Sunday. Mr. - Potter 
was a very efficient state official. He 
formerly lived at Albion, Ill., where he 
held public office and was also district 
agent for the Mutual Benefit. After 
leaving office he continued to write life 
insurance for the Mutual Benefit, being 
attached to the Springfield office. He 


| 

















Ill. 
Dead 


FRED W. POTTER, 


Springfield, 
_ Former Illinois Superintendent, 


also spoke before agency gatherings and 
acted as political adviser for the com- 
panies. He was prominent in the Na- 
tional Convention of Insurance Com- 
missioners and served as its president. 
Mr. Potter was 66 years of age. He 
had aspirations to be appointed director 
of trade and commerce under Governor 
Emmerson’s administration but was dis- 
appointed in the outcome. 

About six weeks ago Mr. Potter was 
seized with an acute pain which was 
diagnosed as the result of gallstones. 
The usua! treatment was applied in the 
hope that relief would be given but the 
pain recurred. On the advice of his 
physician an operation was decided on. 
This was done Feb. 12. He seemed to 
be getting along fairly well but com- 
plicaitons set in which resulted in his 
death Saturday afternoon. Mr. Potter 
was superintendent of schools in Ed- 
ward county for a number of years un- 
til 1898. He was 12 years in school 
work. He was an Englishman by birth 
and came to America in 1880, settling 
at Albion, Ill. Funeral services were 
held at St. Paul’s Episcopal Church at 
Springfield. Henry Abels, vice-president 
of the Franklin Life, was one of the 
pallbearers at the funeral. 


D. B. Morgan, president of the North- 
ern Life of Seattle, has returned from a 
two months’ business and pleasure trip 
to the Hawaiian Islands. He landed at 
Los Angeles on his return and visited 
agencies of his company between Los 
Angeles and Seattle. 

James A. McVoy, president of the 
Central States Life, is one of the pro- 
moters of the Theater Society of St. 
Louis, recently formed with the object 
of doing for St. Louis what the Theater 
Guild has accomplished for New York. 
The new organization is negotiating for 
a downtown theater to present 25 weeks 
of good dramatic productions in the wit- 
ter months while ten weeks of musical 
comedy will be presented at the Gar- 
den Theater this summer. Frank 
Crunden, chairman of the board of the 
Central States Life, and E. M. Gross- 
man, general counsel for the Central 
States Life, are among the backers for 
the new venture. 

Alfred MacArthur, who is first vice 
president of the Central Life of Ch 
cago, will attend the inauguration 0 
President-Elect Hoover. Mr. MacAr- 
thur was very active in the recent cam- 
paign, being assistant director of the 
Hoover-Curtis Organization Bureau at 
Chicago. Mr. MacArthur will accom 
pany Gen. Nathan William MacChes- 
nev, director of the Hoover-Curtis o- 
ganization Bureau, and Lucius E. Wi! 




















Fol! 
H. Be 
Ameri 
has es! 
in cha 
organi 
and bi 
eral n 
life an 
Co. o 
agency 
Prior ‘ 
New \ 
throug 
health 
has tal 
ance A 
the Ins 

% 3 
supervi 
ican [LL 
with h 

Jee | 
Visor i 
Pan-Ar 
quarter 

Lesli 
agency 
duties 
kansas. 
conjunc 
that ter 

Henr. 
cesstul 
Gonzale 
general 
will be 
have ch 
ritory, 


at Belto: 
With the 








h & 








February 22, 1929 




















LIFE 








son, secretary of the bureau. 
MacChesney and Mr. Wilson 
rectors of the Central Life. 


the United Benefit 


Dr. 


dent of 
Omaha. 
the 





DR. C. C. CRISS 
Elected President United Benefit Life 


cipal factor in the organization of the 
Harry S. 
Weller, who continues as a director and 


life company. He succeeds 


as president of the Mutual Benefit. 


Walter E. Webb, vice-president of the 
returned 


National Life U. S. A., has 


Both Mr. 
are di- 


Dr. C. C. Criss has been elected presi- | 
Life of 
Criss also is treasurer of 
Mutual Benefit Health & Accident, 
an affiliated company, and was the prin- | 





from a trip to Georgia and Florida. He 
spent two weeks in the southeast terri- 
tory. 


Dr. T. D. Laftry, medical director of 
the accident and health department of 
the Great Northern Life, has been 
elected to the board of directors of the 
company. Dr. Laftry has been asso- 
| ciated with the company for many years 
and is regarded as an authority on the 
selection of accident and health risks. 


G. C. Outland, “district manager at 
Norfolk, Va., for the Mutual Life of 
New York, has been presented a hand- 
some brief case by the Kiwanis Club 
of that city in appreciation of the un- 
tiring service rendered by him during 
his term of office as president of the 
club. Mr. Outland is one of the leading 
personal producers of Manager S. B. 
Love’s Virginia agency. 


J. P. Wells, district manager at 
Danville, Va., for the Mutual Life of 
New York, recently sent in an applica- 
tion for $2,500 with the following mem- 
orandum attached: “I had to wait 
about an hour until the beneficiary was 
born, so I could fill in the beneficiary. 
Wanted to see whether it was a boy or 
a girl. It was a boy.” 





Charles T. Stedman, district agent of 
the Equitable Life of Iowa at South 
Bend, Ind., is the first business man in 
his city to make personal use of avia- 
tion in the operation of his business. 
His agency requires frequent visits to 
other points in Indiana and he has pur- 
chased a new Waco biplane in which 
to make these trips. He also has pur- 
chased a tract of land south of the city 
| for a private landing field and hangar. 
He made the trip last year to the con- 
vention in Asheville by plane. 
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W. L. MOODY, JR. W. L. MOODY, Ill W. J. SHAW 
President ice President Secretary 
SHEARN .MOODY T. L. CROSS 


Vice President Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 






































Pan-American Life Has 
Morgan Jones as Chicago Manager 
—Other Appointments 





Following the resignation of Robert 


H. Beard as general agent of the 


in charge of Morgan Jones. Mr. Beard 
organized the Calumet National Life 
and became its vice-president and gen- 
eral manager. Mr. Jones has been the 





life and accident manager for Bowes & 
Co. of Chicago, who have a general 
agency contract for the Travelers. 


Prior to that he was connected with the 
New York Life. The Pan-American Life 
through its branch office will write life, 
health and accident business. Mr. Jones 
has taken part of the old Beard Insur- 
ance Agency office on the fifth floor of 
the Insurance Exchange. 

J. Wilcox has been appointed 
Supervisor of agents for the Pan-Amer- 
ican Life for a territory in Tennessee 
with headquarters in Chattanooga. 


Jee B. Thomasson will act as super- 
ag in southwest Arkansas for the 
an-American. He will maintain head- 


quarters at Hope, Ark. 
Leslie A. Ginn has been appointed 


apencsy supervisor at large. Mr. Ginn’s 
uties will be to work in Aabama, Ar- 
‘ansas, Mississippi and Tennessee in 


conjunction with established agencies in 
that territory. 


Henry G. Dobie, who has been a suc- 

















ceatal member of the Wade agency at 
mone is now taking up work in a 
ae agency capacity. Mr. Dobie 
- € associated with Mr. Wade and 

ve charge of the Corpus Christi ter- 
titory. 

me R.. _Kay has been appointed gen- 
— Reltan it for the Volunteer State Life 
With — He has been connected 


Pj oneer Life of Greenville, S.C 


ESTABLISHES BRANCH ee TO FIDELITY MUTUAL 


Appointed 


Pan- 
American Life in Chicago, the company 
has established a branch office in the city 





Succeeds F. A. Wallis ir Charge of the 
New York City Territory for 
the Company 


Fidelity Mutual Life 
appointment of Louis A. 
Cerf, Jr., as manager for its greater 
New York territory. Frederick A. Wal- 
| lis, who for many years has been promi- 
| nent in civic matters as well as in the 
insurance business, has announced that 
he will retire from his various interests 
in New York in order to give personal 
attention to his estate in Kentucky. 
Mr. Wallis has for many years been 
in the public eye. As early as 1909 
Governor Hughes of New York offered 
the post of insurance commissioner to 
Mr. Wallis, but this offer was declined, 
owing to the pressing business connec- 
tions which he then had. In 1913 Mr. 
Wallis assumed managership of the 
| Fidelity Mutual’s greater New York de- 
| deputy and his public record as the 








has an- 


The 


| 
| 
| 
| nounced the 
' 


deputy commissioner of police, commis- 
sioner of immigration and commissioner 
of correction are too recent to require 
much comment. 
A. Cerf, Jr., the Fidelity 
Mutual is securing one of the most 
promising young men in the greater 
New York territory. Mr. Cerf has be- 
hind him a family rich in insurance 
tradition. His father has recently re- 
tired from the general agency of the 
Mutual Benefit Life in New York City, 
which office he had held for about a 
quarter of a century. Although only 31 
years of age, Mr. Cerf has already made 
a name for himself in the insurance 
world 
After 


In Louis 


graduating from the Choate 
School, Wallingford, Conn., he entered 
Princeton, where his course was inter- 
rupted at the end of his sophomore year 





went to France with a group of his 





| by the World War. In May, 1917, he 
| 


classmates and was attached to the 





FIRST IN ILLINOIS 


I reserve companies, the CHICAGO NATIONAL LIFE wrote 
ite Home State in i927 " 














CHICAGO NATIONAL LIFE 
National Life, U. S. A. 
Federal Life 


Peoples Life of IIl. 


Cosmopelitan 


~ 
CHa e ean BES 


In other words, the CHICAGO NATIONAL LIFE made a better 
im Illinois im its sixth year than was made b company, the 
majerity ef whom are from two to ten times o 

The thas shown for the CHICAGO NATIONAL " LIFE by in a 
position to know it best is an advant that should appeal to agents. terri- 
tory for General Agents in Illinois, Indiana, Iowa, Kentucky, Missouri 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’! Manager 
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53% 


Gain in paid-for new business 
in January, 1929, over that of 
January, 1928. 


Wm. A. Law, President 
Wm. H. Kingsley, V. Pres. Hugh D. Hart, V. Pres. 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


INDEPENDENCE SQUARE 


PHILADELPHIA, PA. 
Founded 1847 











Exceptional 
O pjportunity 


for experienced men of General Agency 
caliber for territory in Texas and Cali- 
fornia. If you are a good personal 
producer, a hard worker with good char- 
acter and standing, and really want to 
make a place for yourself in the life in- 
surance field, you are just the man we 
want. Anopportunity to get an old time 
General Agency contract with non-for- 
feitable renewals with well established 
Middle Western life insurance com- 
pany. Inquiries treated confidential. 
Our own agency force has been advised 
of this ad. Address H-75, care The 


National Underwriter. 























American field service for six months, 
during which time he drove ambulances 
and ammunition trucks. When the par- 
ticipation of the United States in the 
war became active, he returned to 
America and immediately enlisted in 
the navy, being commissioned ensign in 
September, 1919. 

On his return he secured a sales posi- 
tion with the Aluminum Company of 
America. His six months’ experience 
in door-to-door selling proved a valuable 
foundation for the life insurance work 
he began immediately thereafter. His 
first work was the solicitation of broker- 
age business in New York City for the 
agency of the Mutual Benefit. His per- 
sonal production increased rapidly from 
1920, so that in 1923 he was approach- 
ing the million dollar producer group. 
About this time Mr. Cerf was trans- 
ferred to the uptown branch of his 
father’s agency as assistant manager. 
Later he was placed in full charge of 
this branch. 

The problems of agency management, 
however, were not sufficient to occupy 
all of Mr. Cerf’s time, and for some 
years he has been a million dollar per- 
sonal producer. Much of his time dur- 
ing the past few years has been devoted 
to cooperation with a number of large 
banks and trust companies in the ar- 
rangement of estates and in partnership 
and corporation protection. 

Mr. Cerf was born in St. Louis, but 
has resided in Montclair, N. J., for the 
past 26 years. He has served on the 
executive committee of the New York 
Association of Life Underwriters for the 
past two years. 


MINNESOTA MEN APPOINTED 





Central Life of Chicago is Strengthening 
Its Agency Organization in 
That State 





R. E. Irish, vice-president of the Cen- 
tral Life of Illinois, spent last week in 
Minnesota perfecting the company’s or- 
ganization in that state. The company 
will open a branch office in Minneapolis 
under the direction of P. H. Anderes, 
regional sales director and William B. 
Hallenbeck has been appointed general 
agent for Minneapolis and vicinity. Mr. 
Hallenbeck was formerly with the Union 
Central. 

E. B. Trieschel has been appointed 
general agent at St. Cloud, Minn. He 
was for many years a supervisor for 
the Metropolitan and more recently dis- 
trict agent for the Bankers Reserve Life 
of Omaha. 

Alex Brucker, together with North- 
land Insurance, has been appointed gen- 
eral agent in northern Minnesota. Mr. 
Brucker has had many years successful 
experience in the insurance business. He 
and his associates will be a very valuable 
addition to the company’s organization. 





Fred T. and Fred R. Flinders 


_Fred T. Flinders, who recently sold 
his interests in an important Ogden, 
Utah, fire and casualty agency, has gone 
into partnership with his son, Fred R. 
Flinders, in the opening of a general 
agency in Ogden for the Pacific Na- 


tional Life, organized the latter part of | 
last year with headquarters in Salt Lake | 


City. The Flinders agency will cover 
northern Utah. 
agency will be in the First National 
Bank building. The Flinders intended 
to move to California but decided to 
accept the general agency proposition 
made by the new life company. 





Cecil K. Dean 


Cecil K. Dean has been appointed 
general agent for the Penn Mutual at 
Wichita, Kan., succeeding H. I. House, 


who will now give his whole time to | 


personal production. Mr. Dean is col- 
lege educated, served 14 months in 
France during the war as a first lieu- 
tenant, and has owned and operated a 
country newspaper. He entered life 
insurance by way of the Central States 


Life at Oklahoma City, under Marma- 
duke Corbyn, becoming agency super- 
visor after a year as a personal producer. 
Three years ago he was trans- 
ferred to Salina, as general agent for 
the Central States, where he built a 
successful agency. Jan. 1 of last year 
he was appointed regional supervisor 
for that company in Kansas. 


WHITMORE GENERAL AGENT 





Former Home Office Superintendent of 
Agents of Phoenix Mutual Will 
Locate in Buffalo 





James A. Whitmore, who recently 
resigned as superintendent of agents of 
the Phoenix Mutual Life at the home 
office, has become manager of the 
Guardian Life at Buffalo. He has had 


ee 





JAMES A. WHITMORE 


a long, successful experience. For some 
time he was general agent of the Home 
Life of New York City. Mr. Whitmore 
succeeds David J. Beck, who will con- 
tinue with the Guardian Life on a per- 
sonal production basis. 





R. P. Withington 


The National Life of Vermont an- 
nounces that Robert TP. Withington, 
home office agency supervisor, has been 
appointed acting general manager of 
the District of Columbia agency suc- 
ceeding William C. Worthington, who 
has been forced by ill health to relinquish 
his office. Mr. Worthington has repre- 
sented the National for 15 years. Mr. 
Withington makes his headquarters at 





Offices of the Ogden | 


501 Wilkins building, Washington, D. C. 





W. J. Stoessel 

| The Connecticut Mutual Life an- 
nounces that Cheshire and Sullivan 
counties, N. H., formerly included i 
the territory of the Worcester general 
agency, have been transferred to Walter 
J. Stoessel, general agent at Spring- 
field, Mass., with offices in the Stearns 
building. 





V. W. Kenney 


Following the resignation of Edwaré 
L. Tucker as general agent of the Com 
necticut Mutual at Worcester, Mass. 
the company is consolidating the tert 
tory of the Worcester general agency 
and the Boston general agency, the 
combined territory to be in charge % 





| Valiant W. Kenney, general agent ol 





| Boston with offices in the Atlantic 
| National Bank building. 

George J. Dostie 

nted 


George J. Dostie has been app: 
manager of sales for the Continenta! 
Casualty and Continental Assurance * 
Detroit by the George Comer Ins rrance 
Agency, general agent for those com- 
panies. Mr. Dostie is from the Registe? 
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Life and his work will be training and 
appointing new men. His previous ex- 
perience in life insurance has been con- 
fined to writing personal business, but 
before entering this work Mr. Dostie 
was sales manager for a large manufac- 
turing company, employing a large num- 
ber of traveling salesmen. 





R. H. and J. W. Maloney 


R. H. and J. W. Maloney have been 
appointed general agents of the Security 
Mutual Life of Lincoln, and have opened 
new offices at 206 Patterson building, 
Omaha. They have had 15 years’ ex- 
perience in life insurance. 





Security Mutual Appointments 


The Security Mutual Life of Bing- 
hamton, N. Y., announces the appoint- 
ment of Hatscheck & Millner, New York 
City, and I. Swig, Boston, as general 
agents. 





Fred H. Curtis 


Norman D. Merrilf’ has resigned as 
general agent of the Connecticut Mu- 
tual at Portland, Me. Fred H. Curtis 
has been appointed general agent at 
Portland for eight counties. He will 
retain his office at 804 Fidelity build- 
ing. Mr. Merrill will continue as asso- 
ciate general agent. 





A. O. Fersch 


A. O. Fersch has been appointed Dav- 
enport, Ia., general agent of the State 
Mutual Life, after having served the 
agency four years. He succeeds Ray- 
mond J. Wiese, who has been trans- 
ferred to Chicago to take one of the 
company’s general agencies as successor 
to Harper Moulton, who has resigned. 
Mr. Fersch has made a splendid record 
as a personal producer and possesses 
high executive ability. 





R. R. Rutledge 


R. R. Rutledge, associated with the 
Richmond, Va. branch of the New York 
Life for the past 14 years, has been 
made agency director. Since 1923, he 
had been agency organizer. Previously, 
he was cashier for a time. Mr. Rutledge 
has been with the New York Life alto- 
gether for twenty-one years. Before be- 
coming associated with the Richmond 
branch, he was a representative of the 
company in Mexico, Arizona and Cuba. 


E. C. Oscar 


A branch office of the Michigan Life 
has been established at Saginaw, Mich., 
in charge of E. C. Oscar, former secre- 
tary-treasurer of the board of education 
there and a man of broad business 
experience. The local branch will be 
under general supervision of J. W. Allen 
of Flint, district manager. The Michigan 
Life is the year-old company headed by 
former Commissioner Hands. 


Lot H. Brown and B. H. Ooley 


Lot H. Brown, for the last 18 years 
manager of the Union Central at Colum- 
bus, O., has resigned. His health has 
been impaired and he has had to spend 
much time in the south. He will affiliate 
himself with the local agency. Mr. 
Brown has been identified with life in- 
surance for 30 years. He started in De- 
troit as an agent, later becoming super- 
intendent for Ohio. He became Colum- 
bus manager for the Union Central in 
1911. Benjamin H. Ooley, associate 
manager in Columbus, will continue in 
charge of the agency. 


S. K. Coffman and E. R. Shannon 


Stanley K. Coffman, who has re- 
Presented the Connecticut Mutual for 
three years as general agent at Colum- 
bus, O., has taken E. Robert Shannon 
aS partner. The firm name is Coffman 
& Shannon with offices in the Buckeye 
building at Columbus. They will open 
a branch in the Third National building 
at Dayton, O., which will be under the 
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TRuST COMPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


CALIFORNIA MARYLAND 








The oldest Trust Cc ympany 
in the West 
Wells Fargo Bank 
Union Trust Co. 


SAN FRANCISCO 


Siwew 1852 













@\ 


TRUST CON 


Northwest. Corner \ 
Calvert and Redwood Streets 
BALTIMORE 


Robertson Griswold Vice President and Trust Officer 


Trast Department established i&o2a 

















[LLINOIS NEW YORK 
LIFE INSURANCE and The Chase National Bank 


OF THE CITY OF NEW YORK 


TRUST SERVICE TRUST DEPARTMENT 





now go hand in hand. Men of affairs demand Reeve Schley Vics ie <~_e 
both. Life Insurance creates the estate. Our SECOND VICE PRESIDENT 
Protected Life Insurance Trust safeguards it. George A. Kinney 
A Special Reserve Fund of $2,000,000 protects es >) >—pee 
principal and income against loss. CORPORATE TRUST OFFICER 
oward F. Walsh 


CHICAGO TITLE & TRUST COMPANY ASSISTANT TRUST OFFICERS 


Edward S. D Vincent L. Banker 
69 West Washington St. George J. Runge liver B. Hill —eyeGerick’ Pintard 











“PWAHE underwriter who can “Insurance Estates— 
be swung over to the Creation and Management” 
trust comp any form of ad- Pertinent questions regarding Life Insurance 
ministration will double his Trusts briefly answered. Send for a copy. 





busines.” cant THE EQUITABLE 


po et ania TRUST COMPANY 
First Trust and Savings Bank OF NEW YORK, 
Chicago 11 Broad Street 








Cooperation is gladly extended to Life peal cca ieee 


Underwriters on Insurance Trust cases 


requiring the personal assistance of an THE FARMERS’ LOAN 
experienc rust representative. AND TRUST COMPANY 


THE NORTHERN NEW YORK 
TRUST COMPANY Brings to the duties of Administrator, Exec- 


utor, Trustee, Guardian and Custodian 
CHICAGO the experience of more than a century. 




















Personal supervision of Mr. Shannon. 


THE te = Company is glad to codperate impar- 

PEO tially with all insurance representatives 

PLES TRUST AND SAVINGS on any senate basis for the promotion of 
BANK OF CHICAGO life insurance trust business. 


i: i peneeieees Guaranty Trust Company 
nae Sar ea of New York 
encase trae FFICER 140 Broadway 
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Reet as 3 = 
Mr. Shannon has been general agent at | agent for the same territory for the 
Wilkes-Barre, Pa. Central Life of Chicago. 
Clarence R. Bigelow Meyer Harrison 
Clarence R. Bigelow, manager of the| Meyer Harrison, who has been with 
Guardian Life at Omaha, Neb., has | the Penn Mutual for over 40 years as 
been transferred to the Denver, Colo. | agent and general agent at Denver, is 
office. | re signing. 
| 
Judd C. Benson Ray E. Randels 
Judd C. Benson has been appointed| Ray E. Randels, who, for the past 
‘ assistant to the manager of the Union | year has been manager of the Lincoln 
Central Life at Kansas City. He started |. National Life at Kokomo, Ind., has 
at Hutchinson, Kan., his home town, | — —— a ak a =. wand a 
: and became a personal producer, writ- |.@POUS district and will continu re 
Connecticut General ing more than $500,000 in 1927. He is ee —, The on et - 
° a graduate of the University of Kansas. | aPolis district includes Marion and ad 
Life Insurance Company He is establishing sub-agencies. He has | Joiming counties. 
Hartford, Conn. an agency at Hutchinson, Kan., in the 
4 Exchange National Bank building. Franklin Life Appointments 
: C. L. Mansell, formerly under Frank 
\ aid Life Ins nlleacagy $ 238,442,986.00 Charles I. Jamison Ragsdale, has been appointed general 
New Paid Life SNSUTANCE. «. 6+ oes soo dollcee pe apety Charles I. Jamison has been ap-| agent of the Franklin Life for Wichita 
Life Insurance in Force Dec. 31, 1928. 1,046,235,710.00 pointed supervisor in the George A.| county, Tex., at Wichita Falls. Sim 
Life Department Income ..........-. 33,061,101.88 Myer agency of the Guardian Life in| Naylor has been appointed general 
Accident Department Income........ 2,457,844.40 3altimore. Mr. Jamison’s duties will be | agent at Tulsa, Okla. Fred W. Jacobs 
Total Income 35.518.946.28 principally the instruction and training | has been appointed general at San Jose, 
EEE BOOMER 63csdcccene bcenseennees 18, ot waar aon tne ie eee TL 
Ten Years - A rogress David L. Shepard John Scott 
New Paid ife Insurance . ' = + om Oe 
, Se mite oo ines David L. Shepard has been appointed John Scott of Youngstown, O., for- 
Year Life Insurance in Force Assets @ general agent at Baltimore = the | merly with the Inter-Southern Life at that 
” 3 17 1 $ 23,358,594 Eureka-Maryland Assurance. Mr. Shep- | point, has been appointed general agent 
1918 $ 50,745,230 $ 5,853,82 > 7 ard was formerly a member of the | for the Central Life of Chicago. 
1923 144,690,055 543,799,772 52,962,137 Wilkes-Barre general agency of the 
1928 238,442,986 1,046,235,710 115,916,952 Eureka-Maryland. He goes to the home Theodore W. Smith 
office with a very successful record, The Guardian Life announces that 
’ and pl to develop tl y the 3 . = 
Sixty-Fourth Annual Statement into pne of the largest of the company. | Lheodore W. Smith has been appointed 
Lod manager at Hartford, Conn. He will 
DN ere ecient nuns d aaawaweed $106,628,482 G. A. Perryman be located in the Hartford-Aetna Na- 
Excess Security to Policyholders........ 9,288,470 el _, | tional Bank building. During the last 
Assets, Dec. 31, 1928.. 115.916,952 G. A. Perryman, formerly special | five years he has been engaged in both 
BOCEE, SIRs by SME ecssscoengesesocses ’ , agent for the Travelers for southwest-| personal production and _ supervisory 
Another Year of .Consistent Growth ern Iowa, has been appointed general | duties. 
EASTERN STATES ACTIVITIES | 
ON PROFIT - SHARING BASIS |} ELLINWOOD IN NEW POSITION 
© 
Onri mu to 1CcCS Agents Themselves Now Own Michigan | Will Develop Brokerage Business for 
Agency of the Kansas the Johnson & Higgins Agency 
; i City Life in New York Cit 
(Topics of The Connecticut Mutual) y 
LANSING, MICH., Feb. 21.—A novel| Johnson & Higgins, prominent New 
Vol. IV February, 1929 No. 2 ||| departure in the way of agency organi- | York City insurance brokers, announce 
zations has been worked out here by the | the appointment of H. Max Ellinwood 
E. S. Bramble agency of the Kansas City to the staff of their life department. He 
Life. Since Jan. 1 this agency has been | Will devote his time to the development 
AN EXCUSE on a cooperative or profit-sharing basis, | Of brokerage business on behalf of the 
the agents themselves owning the agency oe ond pnd gone Ree pte 
for poverty can never be found gy ge | ies aneieee sale wae Mr. Ellinwood comes from a prominent 
in the ownership of good life exception of Detroit and has a organi- many od Le Rept ky = | = 
° ° - " + he de- 
| spe especially that _ nie St come 1200 representatives, the cided to go into insurance for a careet. 
S y a company now over four impressive scale and so far, it is said @ seceived 8 splendié sales trains 
score years in business. hes been fenctioning most cuccesefally. | tn” Creetience with the Procter & Gen 
y ble Company of Cincinnati. In June, 
Agents Elect Directors 1925, he entered the insurance business. 
achieving an excellent record in personal 
THE CONNECTICUT MUTUAL Floyd W. French is president of the production with the Mutual Life in Bul- 
, agency company, having been chosen by falo. He next joined the former Hart & 
LIFE INSURANCE CO MPANY = — “| es - “y — by Eubank agency of the Aetna Life in New 
os agents Or stockholders. | York and was made supervisor of the 
HARTFORD Mr. French has been in the business for to ff 
but a limited time but has amply demon- —— 
1846 Over 82 years in Business 1929 strated his prowess as a producer, ac- HOLD ANNIVERSARY MEETING 
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counting for $200,000 since October, 
1928, when he joined the local organiza- 
tion. 

Under the plan utilized, the various 
districts of the state are under direct 
supervision of the several vice-presidents 
of the agency. In this way each official 
is made directly responsible for a lim- 
ited territory and must keep the sales 
up to the standard. 

The agent-stockholders, of course. 
have full control of the agency’s general 
policies and have a check on the official 
personnel in event it is felt that the 
proper administration practices are not 
being carried out by existing officers. 

It is said that the Lansing innovation 
is being widely watched and that its suc- 
cess will mean similar agency organiza- 
tions in many parts of the country. 








Leonard A. Spalding General Agent of 
Mutual Benefit of N. J. for 
15 Years 





BALTIMORE, Feb. 21.—Leonard A. 
Spalding, general agent of the Mutual 
Life of N. J., celebrated the 15th anni- 
versary of his appointment as a genera 
agent of the Mutual Benefit by holding 
the annual meeting of the agents in his 
territory, Maryland and Delaware, last 
week. 

The meeting was one of the most sue 
cessful ever held. In addition to the 
agents under Mr. Spalding’s jurisdic: 
tion H. Lawrence Choate, genera! age™ 
of the Mutual Benefit at Washingto™ 
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and about eight of his men attended 
the sessions. 

O. M. Thurman, superintendent of 
agents at the home office and one of 
the vice-presidents of the company, was 
present, as well as Dr. Walter Reiter, 
medical director from the home office. 

There was a morning and afternoon 
session, and a banquet in the evening. 





Advanced Underwriting School 


A school of advanced life underwrit- 
ing came into being in Philadelphia this 
week when the first of 20 lectures on the 
application of life insurance to estate 
problems was given by A. Rushton AIl- 


applications for a totai of $2,850,000 of 
new business were written. 

Robert W. Huntington, president of 
the Connecticut General, who was one 
of the speakers at the dinner, declared 
that the present day life underwriter has 
many things to offer the insuring public 
and that a wonderful opportunity con- 
fronts him. He marveled, he declared, 
how the early day life insurance agent 
ever wrote any business. Vice-president 
George E. Bulkley also spoke. 





Hoffman Moves Office 


_ Irving S. Hoffman, who is organiz- 
ing the Preferred National Lite at 
Cleveland, O., has changed his office 





len. The school, which is being con- 
ducted by Mellor & Allen, Philadelphia | 
managers of the Home Life of New 
York, is for men outside the agency and | 
is designed “for the man who has some 
knowledge of life insurance but who is | 
anxious to be thoroughly conversant | 
with the recent developments in the 
business, particularly the coordination 
of the various factors jn a man’s estate, 
by means of wills and trusts.” 

The lectures, which will be held every 
Monday evening, will be under -the di- 
rection of Mr. Allen, who is a member 
of the bar of Pennsylvania and who is 
recognized as an authority on matters 
connected with life jnsurance and estate 
facilities in aiding a client to properly 
dispose of his affairs. The school is 
scheduled to run until July 1. 





Mellor & Allen Agents Organize 


Members of the Mellor & Allen 
agency of the Home Life of New York 
in Philadelphia, have organized an as- 
sociation of agency members and elected 
Arthur D. Murphy, former president of 
the Philadelphia Association of Life 
Underwriters, as president. 





Group Cover for Pierce Agency 


A man should practice what he 
preaches, and especially should a life in- 
surance man offer himself as a living 
model for his prospects. So believes 
F. G. Pierce, manager of the Philadelphia 
agency of the Connecticut General Life, 
and he so told his agency members at 
the annual dinner of the agency when 
he announced he had taken out group in- 
surance to cover all the members of the 
office force and the field men. The 
dinner marked the culmination of a six- 
week intensive drive during which 552 





headquarters to the Marshall building. 





Concur in Ohio Tax Amendment 


The Ohio senate has concurred in the 
house amendment to the Bender bill to 
reduce the tax on foreign insurance 
companies from 3 to 2% per cent as 
urged by Governor Myers Y. Cooper. 
The amendment makes the 3 percent 
apply to the business of 1928 and the 
business in 1929 up to the time the bill 
goes into effect. 





Kirke on Eastern Trip 


Ben Kirke, vice-president and _ field 
manager of the Royal Union Life, has 
left for the east to visit agencies of the 
company in Canton, Cincinnati, Pitts- 
burgh and Philadelphia. 





C. D. Bair is Honored 


On Feb. 19, Charles D. Bair, man- 
ager of the Prudential ordinary agency 
at Detroit was pleasantly surprised by 
the presentation to him by his agency 
of $1,725,000 of business produced by 
the field force in a special drive since 
Jan. 1. He also received a bouquet of 
ten American beauties and 18 pink roses. 
The occasion for this was the celebra- 
tion by Mr. Bair of his 10th anniversary 
as manager at Detroit, and his 18th 
year with the company. Mr. Bair’s 
agency has always ranked high among 
the agencies of the Prudential, at the 
present time being fifth in the country. 
During the ten years he has had the 
agency, he has put on the books an 
increase of over $37,000,000, exclusive 
of group. 

After the annual meeting of the per- 
sonnel of the organization Mr. Bair is 
leaving for a month’s vacation to be 
spent in Florida. 
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HEIRS GET POLICY PROCEEDS 





Unless Special Contract Shown, 
North Dakota Ruling 





Under Section 8719 C. L. 1913, which 
Provides that “the avails of a life in- 
surance policy . . . when made payable 
to the personal representatives of a 
deceased, his heirs or estate upon the 
death . . . of such insured, shall not be 
Subject to the debts of the decedent 
except by special contract but shall be 
imventoried and distributed to the heirs 
or heirs at law of such decedent,” held 
that a creditor of decedent is not en- 
titled to any part of the avails of a 
Policy falling within purview of said 
section unless he can show some special 
contract made with insured whereby 
it is agreed that the avails of the policy 
shall be utilized in payment of tthe 
Particular debt or debts which it is 
sought to enforce. 

In absence of provisions in the policy 
to the contrary, the insured has the 
Tight and power to dispose by will of 
a life insurance policy made payable to 
-!8 executors or administrators; but the 
intention on part of the insured to dis- 
Pose by will of such life insurance policy 
must be declared in clear and unmis- 








takable terms. In instant case the will 
of decedent did not manifest an in- 
tention of his part to dispose of a life 
insurance policy. Avails of policy held 
distributable to heirs at law of deced- 
ent in conformity with Sec. 8719 C. L. 
1913. Hill vs. Hanna, Sup. Ct. N. D. 


AUTOMOBILE MUTUAL 
TO HAVE LIFE COMPANY 





At the annual meeting of the State 
Farm Mutual Automobile Insurance 
Company of Bloomington, IIl., it was 
announced that a new running mate to 
be known as the State Farm Life will 
be put in the field to write both life and 
accident business. It will be operated 
on the mutual basis. The capital stock 
has been put at $400,000, It is expected 
that the officers of the life company 
will be almost the same as the parent 
company. 

Herman L. Ekern, formerly insurance 
commissioner and former attorney-gen- 
eral of Wisconsin, gave a talk on life 
insurance. Mr. Ekern also spoke at the 
banquet. Sidney J. Williams of Chicago, 
representing the National Safety Coun- 
cil, was a speaker at the banquet. 

President George M. Mecherle of the 
State Farm Mutual Automobile an- 
nounced that it has 5,000 local, district 


and state agents. He said its assets are 

















WANTED STATE MANAGER 
FOR NEBRASKA 


100° FIRST YEAR COMMISSION 
25% RENEWALS PERPETUAL 
$300.00 PER MONTH SALARY 


WOULD BE A 


FOOLISH CONTRACT 


FOR ANY COMPANY TO MAKE, AND WE 
WON’T BUT WE WILL MAKE AS FAIR A 
CONTRACT AS ANY COMPANY CAN, AND 
WILL GIVE YOU REAL SERVICE. 


WRITE US WHAT WE WILL DO FOR YOU ON 


NEBRASKA 


O. L. HOLLAND, Pres. 
AMERICAN NATIONAL 


ASSURANCE COMPANY 
ST. LOUIS, MO. 























A PLAIN STATEMENT 


While gratified by the larger increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time 
program of development consisting of— 


lst—Specializing on the ~~ and more desir- 
able risks through its ferred Life Plan 
and offering to this group the unusual sav- 
ings to which this plan of operation entitles 
them. 

2nd—The building of a high of sales or- 
ganization capable of deali with the 
business and professional men who make 
up this Preferred group. 

$rd—The training through personal instruction 
and group conferences of its Managers and 
General Agents in the essentials of sales 
management so they may successfuly re- 
cruit and train this better class of sales- 
men. 


We believe this program will not only secure the 
continued sound growth of the Company but will 
createa most unusual opportunity for those 
associated with it. 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low 
President 
256 BROADWAY, NEW YORK CITY 


On Agency Matters Address: 


James A. Fulton 
Agency Vice President 
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wt 4 GENERAL 

ne n° yn AGENCIES 

We have openings in Ala. 7? Dela., Fla., Ga., Ill., Ia., Kans., Md., Mich., 
Minn., N. > Ge Oute., D., W. Va. an yo. 


Our imate Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


’ B. R. NUESKE, President 





































THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOS]TON, MASSACHUSETTS 
Arthur E. Childs, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 
We stand first in amount of insurance in force and volume of assets 
of all the full level net premium reserve companies organi 
January 1, 1 
The COLUMBIAN NATIONAL is a good company to represent. 
A few agency opportunities are open. 


Communicate with the Agency Department 
77 Franklin Street, Boston, Mass. 
















GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Incorporated 1895 
T. F. BARRY, Founder 














in excess of $2,000,000 and has a surplus 
of $225,000. 


Would Increase Scope of Courses 


A committee of the Lincoln, Neb., life 
underwriters will confer shortly with 
the head of the business administration 
department of the University of Ne- 
braska with the object of increasing the 
scope of the courses now being offered. 
For the second semester, just started, 
the department is offering in night 
classes, where 20 registrations are made, 
an introductory course in life insurance, 
its nature and the basic principles un- 
derlying. The classes meet one night 
a week, with a fee of $8. The college 
is offering 
elective courses to general students that 
include two hours each of life and fire 





White & Odell’s Record 


The White & Odell agency of the 
Northwestern National Life at Minne- 
apolis closed January with $1,699,080 
new business, a gain of 26 percent over 
last year. Last year jts production was 
$14,533,894 and the agency has in force 
$82,516,145. The agency started in 1908 
when Frederick White, then an agent for 
the company, was appointed agency di- 
rector for Minnesota. Mr. White is 
president of the agency. Col. M. R. Ny- 
man is vice-president and general man- 
ager. S. J. Evarts, O. J. Stephenson, 
‘Rollo H. Wells and J. G. Martner are 
vice-presidents. 





Kill Wisconsin “Director” Bill 


The bill introduced into the Wisconsin 
legislature to provide for the appoint- 
ment of an additional director for do- 
mestic mutual life companies jn Wiscon- 
sin has been laid over indefinitely by 
the committee on insurance and banking. 
of the lower house. This legislation was 
aimed at the Northwestern Mutual Life. 
The director would be appointed as a 
representative of the governor and he 
wou!d report to the governor on the con- 
ditions of the company, but would be 
paid for his services by the company. 





Restricts Soliciting of Teachers 


The Nebraska house almost unani- 
mously passed on third reading a bill 
that prohibits life insurance solicitors, 
among others, from calling upon public 
school teachers between 8:30 a. m. and 





5 p. m., except where the school board 
designates different hours when they 
may be seen upon business. 


Bar Misrepresentation Defense 


A bill has been introduced in the 
North Dakota senate under which no 
insurance company will be permitted to 
defend any action on a policy after loss 
has occurred on the grounds of misrep- 
resentation or misstatement of facts in 
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the application, or otherwise. It does 
not prevent the company from cancel- 
ing its policy ‘because of such misrepre- 
sentation or misstatement of facts prior 
to the time that a loss has occurred. 





Joins Hyman Agency 


Kathryn A. Migliario, formerly sec- 
ond division manager of the women’s 
department of assured estates of the 
National Bank of the Republic, Chicago 
has recently been made manager of the 
women’s department of R. W. Hyman & 
Co., general agents Continental Assur- 
ance in Chicago, with offices at 464 In- 
surance Exchange building. 





Has Paper for Clients 


The M. Dwight Higbee agency oi 
the Federal Life at 927 First Nationa! 
Bank building, Chicago, has commence( 
the publication of a monthly hous 
organ, issued in the interest of clients 
policyholders and friends who wish to 
plan their insurance investments, knows 
as the “Policy Owner’s News-Index’ 
The first issue contains some interest: 
ing information regarding life insurance 
in general, the personnel of the agenc) 
and the policies of the Federal Life. 





Missouri Tax Decision 


The Missouri supreme court en bane 
rules that a Missouri insurance compan! 
is not entitled to deduct its total liabili- 
ties from its taxable assets alone ani 
disregard assets invested in non-taxabl 
securities when making personal prop- 
erty tax returns. The court sustained 
an assessment levied against the Mis 
souri Insurance Company by the © 
Louis assessor and board of equalization 

The decision holds that the liabilities 
of an insurance company are a charge 
against all of its assets and in taking 
advantage of the exemptions permitte 
by the laws governing the taxation of 
insurance companies the company ca 
only deduct that proportion of liabili 
ties that the taxation assets bear to the 














IN THE SOUTH AND SOUTHWEST 


total assets. 








DEMONSTRATE INCOME SALE ance payable in lump sum to his wilt 





Practical Exposition of Methods Used 
to Break Down Resistance Given 
at New Orleans Agency Meeting 





An income insurance sales demonstra- 
tion was the big feature of the annual 
convention of the New Orleans agency 
field ciub of the Mutual Life of New 
York. R. L. Noel, educational director, 
impersonated the prospect and Thad 
Anderson, district manager, acted as the 
salesman. 

The demonstration proceeded on the 
assumption that the prospect was presi- 
dent of a $750,000 corporation, manu- 
facturing lumber, stock fully paid in. 
Prospect enjoys a salary of $15,000 a 
year and additional income of $5,000 
annually from investments; 45 years old, 
married, with a son two years in col- 
lege and a daughter just completing 
high school. Wife is leader in social and 
civic circles, but no business experience. 
Prospect owns $50,000 of stock in his 
company and has the utmost faith in 
the concern’s future. 

In his resistance to the sales effort, he 
expressed the opinion that the revenues 
derived from his stock and his other in- 
vestments would provide an ample in- 
come for his wife and two children, tak- 
ing into consideration $10,000 home, 
unencumbered, and $20,000 life insur- 


He believes that the amount he has . 
vested in his company is as safe as! 
it were with any life insurance com 
pany and will show greater returns. He 
is therefore willing to take a chance © 
his wife’s wisdom in handling the pr 
ceeds of his life insurance policy. 
Point by point, the salesman bro 
down each barrier which the prospet 
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raised, culminating in success when he 
finally convinced his client that the lum- 


’ ber company, although perfectly solvent 


| stockholders with nothing but 


and highly profitable under the pros- 
pect’s capable management, might at 
his death fall into other hands less capa- 
ble and in the course of a few years 
become unable to pay the customary 
dividends and from that bad point go to 
the worse one where the whole financial 
structure would collapse, leaving its 
hand- 
somely engraved stock certificates to 
hold as mementoes of their vanished 
wealth. 
Will Make Sales Easier 

The prospect’s choice finally centered 
on,a policy for $100,000, to be held in 
trust for his wife, with the insurance 
company paying her the current interest 
rate of 4.8 percent, which would give 
her an income of $4,800 a year for a 
maximum of 20 years, with the principal 
sum to be paid in full at the end of the 
period or for her to bequeath to any 


' heirs she might name should she die 


) president; 


partment; A. B. Olson, superintendent 
)' of agencies, Ivan DeVoe, assistant 
superintendent of agencies, and John 


before the 20 years were up. 

The demonstration was carried out 
realistically and was followed closely by 
all of the agents in attendance. It is 
the belief of Mr. Noel that everyone 
present will find it easier to sell income 
insurance as a result of witnessing this 
practical exposition. 


BANKERS LIFE OFFICIALS 
AT OKLAHOMA MEETING 





The home office at Lincoln was well 
represented at a district agency meeting 
of the Bankers Life of Nebraska last 
week in Oklahoma City, under the di- 


rection of J. L. Wylie, state manager. | 
Oklahoma, | 


Nearly 45 agents from 
Kansas and Missouri were present for 
the business meetings and the banquet. 

Home office officials who addressed 
the meetings included H. S. Wilson, 
F, M. Sanders, secretary; C. 
Petrus Peterson, general counsel; Dr, 
A. R. Mitchell, chief of the medical de- 


Hoevet, manager of the renewal depart- 
ment. 

The visiting officials were enthusiastic 
over the prospects for a good year in 


make at least two sales during the course 
and give 30 organized sales talks. 





Peoples Life Appointments 


Berne Hayes, superintendent of agen- 
cies of the Peoples Life of Franktort, 
Ind., is in south Texas doing organiza- 
tion work in San Antonio, Houston, 
Corpus Christi and the Rio Grande val- 
ley. He will not return to the home 
office until April. 

Herry W. Ejitt has been appointed 
district manager at San Antonio, He 
was formerly coach of the football 
team of A. & M. University of Texas. 

M. G. Ellis is the new district man- 
ager at Corpus Christi. 





American Southern Changes 


At the annual meeting of the Amer- 
ican Southern Life of Lake Charles, 
La. W. V. Conover, son of W. B. 
Conover, executive vice-president, was 
elected secretary. 

Last year the company changed from 
a mutual to a stock company. Its busi- 
ness in 1929 was quite satisfactory. 
There was a gain in insurance written 
and paid for and a gain in surplus. The 
company expects to write and pay for 
at least $3,000,000 in 1929. 





Heacock Is Medical Director 


Dr. W. G. Harrison has resigned as 
medical director of the Protective Life 
of Birmingham. He was connected 
with the company since it started. Dr. 
J. D. Heacock, associated medical di- 
rector, has been appointed acting 
| medical director. 








Southland Life Contest 


The 20th anniversary of the South- 
land Life of Dallas and the tenth anni- 
versary of the “Tex” Bayless general 
agency of Houston will be the occasion 
for a big drive for new business during 
the next six weeks. Cash prizes have 
been posted for the winners of this con- 
test. During Mr. Bayless’ ten years’ con- 
nection with the Southland, his personal 
production totaled $15,000,000. The 
south Texas general agency under his 
leadership last year led all other agencies 
of the Southland Life for the six con- 





Oklahoma. In their discussions they | 
) dwelt upon lapses, advertising, new | 
forms of contracts and essentials in | 


| Underwriters entertained with a lunch- 
) con visiting home office officials. 


agency management. The meetings were 
in charge of Mr. Olson. 

The executive committee of the Okla- 
homa Association of Life Insurance | 





Sales Course at Richmond 


Under the supervision of William A. | 
Conway, personal representative of 


© Hugh Hart, vice-president and superin- 


B office took the course. 


tendent of agencies of the Penn Mutual, 
a two-weeks’ course in salesmanship was 
held in the offices of Diggs & Cary, 
Richmond general agents. Eighteen | 
field men working out of the Richmond | 
In order to win | 


| the company’s certificate of graduation, 


Bem ‘c 


tach agent attending the school had to | 


| charge of the recent Mardi Gras celebra- 


| state-wide organization with 


secutive years, 





Rogers Heads Booster Club 


H. Gale Rogers, manager of the group 
insurance department of the American 
National of Galveston, is president of the 
Galveston Boosters’ Club, which had 


tion in that city, and which plans for an 
even bigger affair in 1930. Plans are 
being made to expand the club into a 
at least 
1,000 members. 





Addresses Houston Agents 


George P. Holmberg, treasurer of the 


Northwestern National Life, was_ in 
Houston, Tex., last week. He visited 
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Liberal policies 





T-H-E Good territory 
COMBINATION - SUCCESSFUL 
I-D-E-A-L Agency— Building -- NATIONAL 


Co-Operation from 
Home Office 


Efficient Claims 
~\ Service 


-- AGENCIES 
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Are you making PROGRESS? If not, are you wil- 


ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 


A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 











A ED IE i nino enseescndescncessseasd $ 5,000 
Se Rika nic scnckcccencasceneenes 10,000 
Certain accidental deaths ........cccccccecccecs 15,000 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
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the offices of Cravens, Dargan & Co., 
state agents for the Northwestern Na- 
tional Life, and addressed the agents of 
the ordinary life department. 
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CONDUCTS LECTURE SERIES} 





University of Southern California Co- 
operates With Insurance Institute 
in Offering Course 





A series of lectures on life insurance 
Principles and home office procedure is 
eng given at the University of South- 
alifornia in Los Angeles. This 
les is offered by the university in co- 
ye ion with the Insurance Institute 

Southern California, a chapter mem- 
hele the Insurance Institute of 
Gk a, and is sponsored by the Pa- 

© Mutual Life. The lectures are | 


Ser) 








addressed particularly to the home office 
employes of the various life companies 
| domiciled in Los Angeles and, in addi- 
tion to the principles of life insurance, 
deal to some extent with home office 
practices and procedure. The enrollment 
thus far is nearly 300 and the lectures 
already given have been enthusiastically 
received. 

Blake Franklin, assistant counsel, Pa- 
cific Mutual Life, is chairman, and up to 
the present time, the following talks have 
been given: 

“Origin and Development of Life In- 
surance” by C. I. D. Moore, vice-pres- 
ident and assistant superintendent of 





agencies, Pacific Mutual Life. 


“Home Office Organization and Man- 


premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medical. 


Insures and assures your client’s future and yours. 


Our Vice-President 


Are you interested in an agency? 
Write 


Eugene E. Reed, will tell you all about it. 
him direct . . . and directly. 


UNITED LIFE 


Concord 








AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 


Inquire! 














Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. 
the Wars, Panics and Epidemics 


Through 


of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. | 
Newark, N. J. 


Organised 1845 
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agement,” A. G. Hann, actuary, Pacific 
Mutual Life. 

“Selection of Life Risks and Issuance 
of Policies,” L. W. Morgan, assistant 
secretary and superintendent policy de- 
partment, Pacific Mutual Life. 

“Medical Selection of Life Risks,” Don- 
ald W. Skeel, M.D., medical director, 
Occidental Life, 

“Selection of Disability Risks,” Cary 
Groton, assistant secretary, Pacific Mu- 
tual Life. 

“The Different Types of Life Policies 
and Annuity Contracts,” William A. 
Munster, actuary, Mountain States Life. 

“The Rate Book and Computation of 
Premiums,” Francis M. Hope, actuary, 
Occidental Life. 

On Feb. 26, “Policy Loans” will be 
discussed by Herbert E. Brown, assist- 
ant treasurer and superintendent policy 
loan department, Pacific Mutual Life. 
“Claims Under Life Policies, Changes of 
Beneficiary and Assignments” will be 
treated by E. S. Jensen, actuary, Great 
Republic Life. 

The programs for future dates are: 
March 56, “Permanent Total Disability 
Benefits in Connection with Life Poli- 
cies,” A. G. Hann, actuary, Pacific Mu- 
tual Life. “Permanent Total Disability 
Claims,” J. W. McLeod, assistant super- 
intendent, life maturity department, Pa- 
cific Mutual Life. “Field Organization 
and Agency Accounting,” F. J. Steine- 
brey, supervisor agency accounts, Pacific 
Mutual Life. 

March 12: “Premium Collections and 
Reinstatement of Policies,” Miss M. G. 
McClintock, assistant secretary, and su- 
perintendent renewal department, Pa- 
cific Mutual Life. “Some Legal Aspects 
of Life Insurance,” Blake Franklin, as- 
sistant counsel, Pacific Mutual Life. 


Huebner to Address College Heads 


Dr. S. S. Huebner of the Wharton 
school of finance and commerce, Uni- 
versity of Pennsylvania, who will be 
the principal speaker at the annual 
sales congress of the Colorado Associa- 
tion of Life Underwriters in Denver, 
March 1, also will talk at a meeting of 
the chamber of commerce at noon and 
while in the state will confer with the 
heads of various state colleges in an 
effort to convince them of the value of 


life insurance departments in the 
colleges. 
California Insurance Bills 
Among the new bills introduced in 


te California legislature are several af- 
fecting life insurance. 

No. 193 gives permission to life in- 
surance companies to grant group life 
insurance at special rates and premiums. 
No. 573 provides life companies must 
issue a contract upon life of any person 
under 15 or over 61 years of age, pro- 
vided application is accompanied by re- 
port from reputable physician. 

No. 631 prohibits the sale, issue or 
delivery of stock or securities; of any 





special or advisory board contract with 
life insurance policies and prohibits the 
issuance of such valuable considerations 
in return as an inducement to insurance. 





Swift With Montana Life 


U. K. Swift of Seattle, agency direc- 
tor of the Northwestern National Life 
for western Washington, has resigned 
to become agency supervisor of the 
Montana Life. He will be in California 
or a year or two building general 
agencies. He will have his headquarters 
either in Oakland or San Francisco. 





Wyoming Commissioner Resigns 


Resignation of Lyle Jay, state insur- 
ance commissioner of Wyoming, was 


announced this week by Governor Frank | 


C. Emerson of the state. The resigna- 
tion will become effective March 1. His 
successor has not as yet been named. 


Trust Officers Are Guests 
The trust officers of the larger banks 








| 


of Denver were guests of the general 
agents and managers of the old line 
companies at a luncheon in the Denver 
Club, The creation and the proper ad- 
ministration of life insurance trusts were 
discussed by both sides. The speakers 
for the insurance side were J. S. Fab- 
ling, Louis H. Bane and Hugh McLean. 
J. Stanley Edwards was chairman of 
the meeting, ably assisted by C. A. 
Schroeder, Isadore Samuels and Edward 
A. Krueger. 


General Agent Harrison Resigns 


Joseph H. Harrison of Denver, gen- 
eral agent of the Penn Mutual Life, is 
resigning, as he desires to be relieved 
of responsibilities of conducting the of- 
fice. He established the first Penn Mu- 
tual office in Colorado 47 years ago. 


New Mexico Tax Bill 


A bill has been introduced in the New 
Mexico legislature which provides for a 
4 percent premium tax on all forms of 
insurance. 
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TWO NEW CONTRACTS ISSUED 





Pacific Mutual Life Places Disable- 
ment and Dismemberment Con- 
tracts in Field 





Two new contracts made_ available 
by the Pacific Mutual Life are the 
disablement and dismemberment policy 
and the “Acme-Eureka” policy for 
women. The disablement and dismem- 
berment policy provides its largest prin- 
cipal sum for the loss of both hands, 
both feet, both eyes, one hand and one 
foot, one foot and one eye or one hand 
and one eye. A smaller sum is pro- 
vided for loss of one hand or one foot 
and a slightly smaller sum for loss of 
one eye. Loss of thumb and index 
finger also is provided for. At the 
insured’s option, weekly indemnity for 
life is provided for loss of both hands, 
both feet or both eyes. Double in- 
demnities are paid if the injury is suf- 
fered in certain circumstances enum- 
erated in the policy. 

The single amounts are paid if the 
injury is suffered while the insured is 
a fare-paying passenger in the licensed 
commercial aircraft of an incorporated 
common carrier for passenger service, 
and while insured is flying a civil airway 
between airports in a ship operated by 





a licensed pilot. Surgical operations, 





hospital indemnity and nurses’ fees and 
x-ray examinations are provided for. 
The policy is issued on the annual 
basis only. 

_ The policy for women pays no weekly 
indemnity but pays a principal sum for 
loss of life, both hands, both eyes, one 
hand and one foot, one hand and one eye 
or one foot and one eye. A smaller sum 
is paid for loss of one hand, one foot 
or one eye. The policy is issued on 
the annual basis only and the rate is 
$17.50. The policy provides for pay- 
gy of hospital, surgical and nursing 
ees. 





PERDEW TO HEAD DIVISION 





Continental Casualty Announces Re- 
alignment of Accident and Health 
Department 





President H. A. Behrens of the Con- 
tinental Casualty announces that Vice- 
President F. H. Perdew, who has been 
the executive in charge of the disability 
and intermediate department, will now 
be put in charge of the commercial acci- 
dent and non-cancellable as well as his 
other work. In other words, Mr. Per- 
dew is now the vice-president in charge 
of the accident and health division. 

John V. Rathbone, who has been look- 
ing after the intermediate department, 




















George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 











Oo. W. JOHNSON, President 





134 North La Salle Street, Chicago 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 





S. W. GOSS, Vice-President 





Address 
ERNEST C. MILAIR, Vice-President and Secretary 
an enone a 
—_——— ILLINOIS——— INDIANA IOWA KANSAS———KENTUCKY—— MICHIGAN: MINNESOTA——MISSOURI 
66 

< INDEPENDENCE FOR DEPENDENTS’’ | 

a Request details for our remunerative contracts for 2 

2 6 

5 AGENCY MANAGERS FOR - 

} PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO _—_—,. 

> 

< You will benefit by our special attention now to these States > 

Zz c 

< 5 
[-4 
] 
re) 


HIO——-—-OREGON———— PENNSYLVANIA 


TENNESSEE———-VIRGINIA——— WASHINGTON———-WEST VIRGINIA——NEBRASKA 





is appointed superintendent of agents 
under Mr. Perdew. 

Hazen P. Aiken, who has been super- 
intendent of agents of the commercial 
accident department, is now appointed 
superintendent of agents of the life and 
non-cancellable departments. The entire 
accident department, therefore will func- 
tion under one head. 


Careers of the Men 


Mr. Perdew was for many years in 
charge of the production of disability 
business in the middle and north Atlantic 
coast states where he was successful in 
developing a large volume of accident 
and health business for the Continental 
Casualty. 

Mr. Rathbone for many years was in 
charge of the accident and health pro- 
duction for the Casualty Company of 
America. He has been responsible for 
the production of intermediate or farm 
health and accident business for the 
Continental Casualty for over 10 years. 

Mr. Aiken was originally an agency 
supervisor in the non-cancellable depart- 
ment, where he made an especially fine 
record. As superintendent of agents of 
the commercial division, he has been 
successful in greatly increasing the 
amount of straight accident business 
which has been produced on a profitabie 
basis, 





Thorp Heads New Dallas Company 


The Colonial Insurance Company has 


been organized at Dallas, Tex., by Ben 
Thorp, Texas state manager for the 
Northwestern Life of Omaha and for- 


merly in charge of Texas for the Federal 
Life, with home office in the Allen build- 
ing. It will specialize in a $5 combina- 
tion automobile, travel and pedestrian 
accident policy. The purpose of the new 
company is to help agents of the North- 
western Life to have more complete 
lines. It will operate through the North- 
western agents in Texas and by mail ii 
other states. 

The company is organized as a mutual 
Mr. Thorp is president and C. A. Mixon 
is secretary. The directors include J. J 
McCook, J. F. Kimball, Tom C. Lovett, 
E. J. Moses, Arch C. Allen, C. M. Wheeler 
and Dr. F. A Selectman, all prominent 
Dallas business men; C. F. Hortenstein 
of Fort Worth and S. F. Caldwell of 
Mt. Pleasant, Tex. 





Made Field Superintendent 














Richard Crozier, an agent in the In- 
dianapolis No. 1 district of the Wash- 
ington Fidelity National, has been pro- 
moted to a ficld superintendency in that 
district in recognition of the splendi 
record he has made. 





Federal Discontinuing Policy 
The Federal Life is discontinuing it 


“ultimate” accident policy, which pays 
double for private automobile accidents 
as well as for a public conveyance com- 
mon carrier accident. The rapidly in- 
creasing automobiie hazard has maé 


necessary the discontinuance. 


De Coster Made Chicago Manager 


The Bankers Casualty of Springfield 
Tll., has appointed Herbert A. De Coste! 
manager of its newly opened Chicaé 
office in A1103 Insurance Exchangt 
building. 

Mr. De Coster was formerly associate? 
with L. D. Edson, superintendent of the 
accident department of the Zurich. 

The Bankers Casualty will issue ™ 
Chicago and adjacent territory a no 
ecancellable health and accident polit! 
which has been especially designed for 
classifications ranging from select 4° 
preferred to medium. 





Business Men’s Increase 


The Business Men's Assurance of Kat- 
sas City showed an increase of 23 Pe 
cent in returns in January, as compare? 
with a year ago. Its life insurance dur 
ing the month was $5,459,694, as com 
pared with $2,358,189 the year before 
Its accident and health business show® 
a fine increase. 





The insurance business conducted» 
the late Richard H. Pickering in_©'” 
cago will be carried on by C. C. Dav® 
and Nels T. Seabranch, both of who™ 
are connected with the Provident Mv: 
tual Life. Mr. Pickering represente 





this company for a number of years. 
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$117.50 thereafter. The maximum face 


at age 60 is $7,898. 
Guardian Life 
The Guardian Life of New York has 


improved its surrender values by writing 
off the surrender charge at the end of 
the fourth policy year instead of the end 
of the tenth year. 


Acacia Mutual Life 


$1,000-limit non-medical policy 
been announeed by William 
Montgomery, president Acacia Mutual 
Life of Washington, D. C. This policy 
is known as the “Acacia Special Service 
Policy.” Briefly analyzed this new policy 


A new 
form has 


requires no medical examination; it is 
incontestable from date of issue; it re- 
quires no death claim papers; it is free 
from restrictions regarding suicide and 
aviation; it is a whole life policy paid 
up at age 75; it is participating; it has 
cash surrender and loan values; it is in 
itself a sight draft for $1,000. 


Northern States Life 
The Northern States Life is now issu- 
ing juvenile policies to age 10. 





Western National 


The Western National of Sherman, 
Tex., announces a new policy on the 
ordinary life and 20 payment forms. It 


is written for $1,000 only and the pre- 





miums are payable monthly or annually. 


The company has been writing indus- 
trial lines in the past. R. E. Murrell 


is president. 


American National, St. Louis 
The rates on the American National 


of St. Louis new limited payment life 
coupon premium reduction policy and 
the revised rates on its ordinary life 


policy are given below. The rates are 
non-participating and on a $1000 policy 
basis, 


Limit Pay Limit Pay Ord. 


Age Coupon Ord. Life Age Coupon Life 
10 33.81 1187 40 39.77 2546 
15 34.06 1299 45 43.46 3099 
20 34.44 1439 50 48.83 3879 
25 35.01 1618 55 55.10 4958 
30 35.93 1848 60 soos |=6eae 
35 37.41 2147 ea coe ee 

Central Life of Chicago 
The Central Life of Chicago has ex- 


tended its total and permanent dis- 
ability coverage, and will issue the 90 
day clause on single self-supporting 


women. It has recently extended its age 
limit to 65 years. 

The Central Life has prepared a new 
up-to-date occupational rating manual. 
It has recently increased its non-medical 
limits to $3000 on male risks and $2000 
on female risks. The company will also 
consider without medical examination 
additional insurance up to $5000 within 
one year from date of any examination. 
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NEWS OF THE JOHN HANCOCK 


Number of Promotions and Other 
Changes Have Been Made by 
the Company 


The following have been promoted by 
the John Hancock from agents to as- 
sistant superintendents in the districts 
Jacobs, 


of their service. Wallace M. 

Springfield, lll.; Martin D. Snyder, 
Aurora, Ill; John Marcus, Detroit 4; 
Zyemunt Nowak, Cleveland 3; Walter 


Burling, Springfield, I11.; Louis Eppstein, 
Oakland, Cal.; Cleo V. Leatherman, De- 
troit 1; Thos. J. Miley, East St. Louis, 
11l.; tobert T. Fleming, Ridgewood; 
Lyndall V. Bradbury, St. Louis 2; Earle 
C. Offenbather, Dayton, O.; Philip J. Am- 
brosine, Hackensack, N. J.; Robert A, 
Estes, Los Angeles 2; Wm. A. MacClure, 
Columbus, O.; Alfred E. Tyler, Chicago 2; 
Harry C. Salle, Rochester, N. Y.; Sylves- 
ter H. Scott, Des Moines, 

Agents promoted and transferred are: 
Charles R. Hansell, Jr., from Philadel- 
phia 5 to Johnstown, Pa.; Andrew J. 
Lefever, from Germantown to Johnstown, 
Pa.; Leo A. Gautier, from Philadelphia 4 
to Johnstown, Pa.; Howard B. Edginton, 
from Detroit 5 to Pontiac, Mich.; Edw. 
W. Wheeler, from Detroit 2 to Pontiac, 
Mich.; Mike Medas, from Cleveland 2 to 
Youngstown, O.; Andrew A. Elsea, from 
Cleveland 2 to Youngstown O.; Moe D. 
Levin, from Cleveland 1 to Youngstown, 
O.; Orman D. Moss, from Cleveland 1 to 
Youngstown, O.; Chas. A. Schenk, Po 
from Philadelphia 3 to Chester, Pa.; 
Peter J. Murray, from Brocton, Mass., to 
Hyde Park; Geo. E. Bassford, from Chi- 
cago 4 to Chicago 1; Wm. M. Elam, from 
St. Louis 2 to Evansville, Ind.; Claude 
Drinkard, from Detroit 5 to Pontiac, 
Mich.; Peter Symonowicz, from Trenton, 
N. J.. to McKeesport, Pa.; Edward J. 
French, From Detroit 5 to Pontiac, Mich.; 
Nick Shybin, from Pittsburgh 1 to Johns- 
town, Pa.; Gerald W. Scoville, from De- 
troit 2 to Detroit 6. 

Assistants transferred in like capacity 
are: Albert Kallenberg, from Ridge- 
wood to Woodhaven; Edward Lyons, 
from Columbus, O., to Evansville, Ind.; 
Harry J. Hoffman, from Chicago 5 to 
Chicago 8; Cornelius J. Coleman, from 
Des Moines to Chicago 8; Gerald W. 
Greene, from Chicago 3 to Chicago 8. 

Other changes are: Wm. J. McDevitt, 
from assistant at Chester, Pa., to super- 
intendent at Johnstown, Pa.; John C. 
Sullivan, from assistant at Cleveland 3 
to superintendent at Youngstown; 
Thomas J. Nicholson, from assistant at 
Detroit 1 to superintendent at Pontiac, 
Mich.; Henry A. Bertrand, from clerk 
at Detroit 3 to cashier at Pontiac, Mich.; 
Roy F. Brown, from assistant superin- 
tendent at Detroit 2 to acting superin- 
tendent at Detroit 4; Alfred C. Davis, 
from training cashier at Camden, N. J., 
to cashier at Johnstown, Pa.; Henry 
Kopf, from cashier to agency supervisor 





at New York 1; David Wiggs, from as- 
sistant cashier to cashier at New, York 1; 
Alvin R. Eckert, from clerk to assistant 
cashier at New York 1; Dominick Ker- 
win, from assistant-at-large, to inspector 
at New York 1; Charles W. Talpey, from 
assistant-to-superintendent to agency 
clerk at New York 1; George B. G. Bis- 
sonette, from assistant cashier at Buf- 
falo 1 to cashier at Erie, Pa.; Frank J. 
Lyons, from cashier at Erie, to cashier 
at Philadelphia 5; Burnett M. Gibson, 
from cashier at Des Moines, to Cashier 
at Chicago 8: Myron E. Hanson, from 
training cashier, to cashier at Des 
Moines; Ernest G. Marotte, from super- 
intendent at Des Moines, to superintend- 
ent at Chicago 8; Floyd J. Fickes, from 
assistant superintendent to superintend- 
ent at Des Moines, Ia. 


Metropolitan Honors William Bagley 


William G. Bagley, manager of the 
Providence, R. I., district of the Metro- 
politan Life, was given a _ testimonial 
dinner in recognition of his 20 years of 
service. The dinner was attended by 
officials from Boston and New York 
City and from neighboring Rhode Island 
and Massachusetts cities. Mr. Bagley 
was presented with a silver service by 
the organization’s veteran managers’ 
chapter of Massachusetts. He was also 
presented the 20-year veteran button by 
the veteran managers’ chapter. 

Among the officials at the dinner were 


A. F. C. Fiske, second vice-president; W. 
Cc. Shepard, superintendent of agencies 
in the New England territory, and Su- 


pervisor Robert Olsen. 

Earlier in the day Mr. Bagley was 
honored by his office staff at an informal 
celebration held at his headquarters in 
the Union Trust building in Providence. 
He was presented a mariner’s clock in 
behalf of the agency staff. 


Death of S. R. Sadler 


Samuel R. Sadler, 64 years of age, 
prominent superintendent of Lexington, 
Ky., died on Feb. 18 at the Good Samari- 
tan Hospital following a second stroke 
of paralysis. He was superintendent 30 
years ago for the Sun Life, and later su- 
perintendent for the Metropolitan. At 
the time of his death he was superin- 
tendent for the Western & Southern. 








Prudential Changes 


John P. Kelleher has become superin- 
tendent of the Prudential at Baltimore 
No. 2. He started as an agent April 3, 
1916. He goes to Baltimore from the 
Columbia, Pa., assistancy. Joseph S&S. 
Christy has been transferred from Balti- 
more No. 2 to Albany, N. Y., in the same 
rank. 





Celebrate Notable Records 
Superintendent George M. Storm, and 
Agent William H. Dowd, of the Phila- 
delphia No. 3 district, are celebrating 30 





years and 35 years, respectively in con- 
tinuous service with the Prudential. Su- 
perintendent Frederick L. Fair of Phila- 
delphia No. 1 is celebrating his 35th an- 
niversary. 

Agent Noah L. Gaddis of the Joliet, 
Iil., district, is to be commended upon 
the splendid all-round record credited to 
him since his appointment in September, 
1926. His debit is large, and his ac- 
count is always in good condition, while 
his collections are up to standard. 


Western & Southern News 


Anton R. Hires, former assistant at 
Benton Harbor, Mich., has been promoted 
by the Western & Southern Life to the 
superintendency of the Kalamazoo, Mich., 
district, which vacancy occurred through 
the transfer of Superintendent H. C. 





Ratliff to take charge of the Flint dis- 
trict. 

The 30th anniversary of Frank J. Bam- 
berry was celebrated by the entire New- 
port, Ky., district with a _ luncheon, 
Agents T. Kennen and L. Dolan were re- 
cipients of the Legion honors in Class VI. 

The following agents of the Western 
& Southern Life have been promoted to 
assistant superintendents: A. Shapiro, 
Chicago South; E. D. Haskell, Benton 
Harbor, Mich.; D. C. Keller, Indianapolis 
East; T. C. Guithues, St. Louis Central, 
and O. Floyd, Columbus South. 


Kavanaugh Is Promoted 


Assistant Superintendent Thomas J. 
Kavanaugh of the Western & Southern 
in Chicago south has been made super- 
intendent in the same district. 








NEWS OF LOCAL ASSOCIATIONS 








PLAN COMBINED MEETING 





District of Columbia and Baltimore 
Association to Have Sales 
Congress May 3 


BALTIMORE, Feb. 21.—The Dis- 
trict of Columbia Life Underwriters As- 
sociation will join the Baltimore Life 
Underwriters Association in its annual 
sales congress on May 3. Committees 
have been organized as follows: Gen- 
eral committee, Henry H. McBratney, 
chairman; J. K. Voshell and H. R. Bry- 
arly, associate chairmen; Robert H. 
Walker, secretary. The committee chair- 
men are: Speakers, Fred L. Mason, Jr.; 


registration, Leo B. Talley; music, 
Thomas M. Green; lunch, E. Jay 
Becker; publicity, George A. Myer; 


finance, Charles W. Sloan, and trans- 
portation, Clayton Demarest, Jr. 

The congress plans to have speakers 
of national prominence as guests. There 
will be two sessions, morning and after- 
noon, and it is expected that the meet- 
ing will be unusually successful. 

es = @ 

Binghamton, N. Y¥.—Not much more 
than 2 percent of the population of this 
country have their financial matters 
properly arranged, said Dr. S. S. Hueb- 
ner of the Wharton School of Finance 
& Commerce, in a talk before the Bing- 
hamton association. He said that while 
many men are capable of earning good 
incomes, they neglect their duty to their 
dependents if they fail to carry as much 
life insurance as they can afford, as the 
average man’s estate is largely 
pated through expenses incurred 
result of the last illness, funeral, burial, 
administration of estate and inheritance 
tax expenses. 


* * * 

Ogden, Utah.—Virgil Harrop, Ogden 
manager of the Equitable Life of New 
York and son of J. H. Harrop, manager 
of the Tri-State Agency with offices in 
Sait Lake City, has been elected pres- 
ident of the newly-organized Life Un- 


derwriters’ Association of Ogden. S. V. 
Prows will be secretary-treasurer. Og- 
den had a life underwriters association 


several years ago but it had not been 
in operation for a long time past. 

Columbus, 0,—George H. Schumacher 
of Cleveland, representing the Massa- 
chusetts Mutual, was on the program at 
the monthly meeting of the Columbus 
association this week. His topic was 
“Monthly Income Settlements.” 

ok * 


Cedar Rapids, Ia.—P. W. DeNio was 
elected president of the Cedar Rapids 
association at the reorganization meet- 
ing Saturday and Edward Love chosen 
vice-president. Other officers are: Henry 
Files, second vice-president; B. K. Bass 
and R. S. Pickford, secretary and treas- 


urer, respectively. The executive com- 
mittee includes C. B. Shephard, B. A. 
Barlow, Dave Jenkins, R. H. Pickfora 
and B. H. Groves. That committee will 


be in charge of programs which will be 
given at the monthly meetings. 
. e 2 

Houston, Tex.—The first of a series of 
trust-life insurance conferences under 
the auspices of the Houston Corporate 
Fiduciary Association and the Houston 
association was held last week with 
more than 100 present. Roger B. Hull, 
managing director of the National asso- 
ciation, was the principal speaker. He 





dissi- | 
as a} 





told of the benefits of the cooperation be- 

tween life insurance men and trust offi- 

cers. He said the possibilities for life 

insurance trusts are tremendous. 
* * * 

Cal.—At the annual 

Diego association, 


meet- 
James 


San Diego, 
ing of the San 


S. Logan of the Missouri State Life was 
elected president. 

Other officers elected were: Paul N 
3rowder, Mutual Life, vice-president; 


Walter L. Muikey, New World Life, see- 
retary-treasurer. Directors elected were: 
L. P. Good, John Hancock Mutual Life; 
Sam G. Snyder, New York Life; John H. 
Goodwin, Equitable of New York: R. L 
Christenberry, National Life & Accident 
Donald C. Carrell, Penn Mutual Life; 
Clarence Close, Prudential; John Fox and 
Clarence Shields. 
x * x 

Boston.—Fred A. Howland, president 
of the National Life of Vermont, was 
the speaker this week at the Boston as- 
sociation meeting. Mr. Howland is a 
trustee of Dartmouth College. 

+ + 

Southwest Texas.—The luncheon 
of the Southwest Texas association was 
held at San Antonio. President H. V 
Weise of the 3ankers Life presided 
Sixty men representing 17 companies en- 
joyed the address of Roger B. Hull, man- 


aging director of the National associa- 
tion, on the “1929 Model Underwriter.” 
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New 

Business In Force 
New York Life, N. Y. 227,57: 1,579, 835,107 
John Hancock..... O. 26,8 11,563,0 
John Hancock......I. 16,15 55, 246,364 
ee ee rrr 4 
Metropolitan Life . 
Metroploitan Life...d. 7 
Metropolitan Life...I 62,858 
Polish Nat. Al., N. Y¥ 
Nat. Acci. Soc., N. ¥ 
Alliance Nat., Can 
Mut. Ben. Life...... 
Equit. Life..... .O 
Equit. Life........ G 
Judea Life.......0<- 








In Force 
se 994,439 









Metropolitan Life. .O. : 76,324,4 
Metropolitan Life. .G. 2,614,716 
Metropolitan Life.. .I. 5,783,765 
West. & Southern.©. 1,819,197 
West. & Southern..I. 10,453,677 
Northwestern Mut... 6,080,700 
Equitable Life of Ia. 395,474 
CD Bec nescesnces 71 28 
Pan-American ....0O. 1,322,108 
Pan-American ....G. 33.000 
Mutual Benefit ..... 8,421,698 
Acacia Mut. ...ccose 434,250 
BOMB cccnesoveces Oo 3,364,486 
Pn  asewsnie eases G 1,460,900 
Columbus Mut....... 130,500 
Kansas City Life.... 201,000 
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The Misseuri State Life reports 2 t 
tal of $11,229,400 in ordinary life bus* 
ness for January, 1929. This is a sat 
of $608,200 over last year, despite the 
fact that January, 1928, was a month — 
unusually heavy production due to 1aré 
issues in salary savings. 
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. | all the insurance we need, so | am going | salary were cut $5 a week in your pres 
— Sales Demonstration Shows How Able to make a suggestion that we provide | ent employment would you be able to 
that $150 a month not for 20 years but | carry on just the same? 


f | had to I would.” 

ok, you are used to a certain 
riends at the present time 
living in a manner which its 


Producer Analyzes Prospect's Every for 10 years, and when your income in 


creases you can increase the number oi 


= Need and Then Provides Protection $3225 ("hich tht income may de pax: incl of 























i 
pa ; s yy which may be payable per month or 1 pleasant to you and in a ¢ mntortabl 
life R‘ -PRODUCED in the following; than this amount, then again it may take crease both the amount and the num-| atmosphere, aren’t you?” 
lines is a canvass that has been! less, depending entirely upon the nature ber of vears. But that is something you ah i 
used to great advantage by How-| of your last illness. can afford to do at some future time. To If Unable to Work 
aaa ard Lawrence, New Jersey general agent “We come to one more point; taxes, | provide this income for 10 vears would| Income Would Stop 
eae if the Lincoln National Life, in present- | administration expenses, probate costs , require only $15,255 instead of $26,100, | “rf » should hecome sick and ble 
was i program insurance. A firm believer | and legal expenses. They claim that the or approximately $11,000 less. Then you . a meron Meescegichcens: ogee Pbggeors 
thorough preparation, Mr. Lawrence | shrinkage of an estate ranging from would need only $21,000 additional at v{ ete EE jptcdlt ppesmes would stop, and 
i N has found this approach and sales talk | $5,900 to $50,000 is 1442 percent. I am | this time, and still it is a little out of ol ow —_ weed up that wich you had 
dent; 1 real producer, mainly because it is | going to assume, however, that you have | your reach, isn’t it? saved . would be rr rere for you to 
Pres business-like and couched in the terms | your affairs in pretty good condition and | “Yes, it is.” meee ford r a — Wen lin't 
Life 4 dollars and cents that a man who can that any investments you have are in Gradually Elimi ° oe \ pea id Dé A 7 —— : 
Et afford program insurance likes to hear. | iiquid form, which will naturally cut racually uiminates | ns a woe ee wan so Rave your 
RL “Mr. ———, have you ever sat don wn | down on this shrinkage. Suppose I say All Excepting Essentials present HVINg conditions changed and 
dent to analyze what your real responsibili- | that 10 percent will be all that your “Let’s see where we can cut this down five in an atmosphere that . uld be any- 
Life ties are so far as your family is con-| estate wiil shrink at that time. Assum-| again. Suppose we eliminate for the thing but congenial, would you? Then 
L l : . ies 1 . . , . 
< and cerned? In other words, have you ever] ing that you have an estate of say/| time being, this college fund, because oe ge es oy oe a 
ctually figured how much money they | $25,000, that will call for $2,500 lump | that is—I won’t say a luxury—but that a _ roan aa din omnes te ea 
ident are going to need to carry on if you are | sum payment to take care of this little | is something that can also take care of oh —— Myers se Rae - oe 
sa taken away?” expense. itself if you live, and it will take off | “"" the same conditions? Or possibly 
was ge, : 5 ! ~y , ; , : , would not Mrs. ——— have to get out 
n as- Wet a eeeetain extent 1 have. | Question of How Much $4,800 and bring your needs down then | +4 work to provide for the necessities 
is 8 ee] a ee ee oom — Wife Will Probably Need | to $16,200 of insurance. How old are of life, and would not that take away 
little time to go into this in a real scien- you, Mr, ———? a ca aa See = ; 
tific manner. You have a family, have “Now we come to the most important! “Thirty-seven for insurance. I was | from your child the advantages that he 
}e or ' ot?” : part of the whole thing, that is your! born in 1891.” | would have from his mother’s care? 
ae , a wife and a little boy two and wife. What do you suppose she will “There are one of two forms of in- You don't want that —— > + * 
+h halt.” need? Shall we say $150 a month or surance which can be used to carry out aol Fan Slieia kee Gueeeaiine ‘nome 
'S en- Puts Boy’s Career aS hy Me a a month? eae a = a $ : ae affairs on this basis would solve your 
man- . . . her: Plow, at e ese ime 1S é mit protec- ‘ +. . eae , 
ben = on Scientific Basis “All right. Of course you must re-| tion at the lowest possible cost. I might meet ery problems, don’ t you. You be- 
iter.” “What had you planned to do for that | member that the youngster’s support is | just inject a thought here. By taking a - ree the weer yd that it can be done 
boy? Let us assume $500 for the boy’s | taken care of under this item. $150 a| non-participating policy you are able to my why would be for all concerned! 
care and use that figure in our illustra- | month?” purchase more insurance for the same “ urely. ™ ” 
tion. That will be $500 for 15% years,| “Yes.” premium’ and protect your family for a Then let's do it now. 
or a total of $7,750, that you are going “All right, $150 per month for 20) creater amount than you would from a | 
to spend if you live. You want it spent | years will require $26,100 of insurance. participating policy, ‘because the pre- INVESTMENT RECORD 
it you don’t live, too, don’t you? Now, / Let us figure up now the entire amount | mium would be about $25 to $30 more. OF NEW YORK LIFE 
are you planning to send this boy to col- | necessary to carry out the plans which | Seeking the maximum protection, I am | 
— ge? If you want to give, him this priv- | you have for your family. You hope to| going to suggest a policy which will An average of $469,450 per day or a 
lege, I believe we should set aside at carry them out if you live, don’t you? | cover your expectancy of life. If you | total of $171,618.79 9 was invested by the 
least $1,200 a year. This would mean | It calls for $43,450. How much do you! are permitted to live out your expec-| New York Life during each of the 366 
_) that you are going to spend $4,800, for | now carry?” tancy you have every reason to believe | days of 1928 ‘Of the total, $81,712,682 
— this purpose if you live, and you want “I carry $11,500.” that you will accumulate enough to take | was invested in city mortgages, $17,958,- 
‘ this taken care of, too, if you die, don’t “You now have $11,500, and it only | care of these expenses. You will natu- | 621 in residence mortgages, $31,493,868 
you: calls for an additional $32,000 to carry | rally pay your way as you go along.| in preferred stocks, and $40,362,399 in 
3,008 Average Cost of | out your entire program. It will be diffi- | However, I am going to suggest that the securities of municipalities, rail- 
78.20 Death About $2,000 cult for you to take $32,000 in cash and | at this time you provide this protection | roads, public utilities, and industrial 
610,41 pte : . just set it aside, but it is not as difficult | through our life expectancy contract | corporations 
23,768 7 Now, there is one thing certain. We | for you to maintain an estate of that | and later, when your income increases,| The company’s total investments as of 
aaa are all going to die sometime, and the | size by paying a small percentage of in- | you will have the privilege, without ex-| Jan. 1, are subdivided as follows: City 
1448 government has again helped us with | terest on it. It is a lot easier to main- | amination, of converting it into an ordi- | building loans, $390,433,998; residence 
eo ary Statistics as it has averaged the | tain it than to create it, isn’t it? nary life or some other form. | loans, $104,168,171, stocks and bonds, 
612,731 inal expenses of 20,000 white men and “Very much.” “At your age you can provide for all | $671,103,570. The law which permits 
I has found the average to be $2,000 per “Now, let me go back a bit. I know! of these needs by setting aside out of | life companies to invest in preferred 
3,431 person, In your case it may take more | it is difficult for most of us to pay for | your regular income $5 a week. If your! stocks went into effect duing 1928, 
Your Ultimate Success Depends On Keeping Adequate Records ! 
+ 
a DALLWIG Commission RECORD 
moat COMMISSION 





For Years the Recognized Standard Record or Register for the Life Underwriter! 


A complete agent’s Record in one loose-leaf attractive Book of all policies in force with a 
48 page Index serving as a quick, ready reference to all policies by name or policy number, infor- 
mation on insured for future solicitation, total volume of first year and renewal commissions by 
months, total volume of written business, a complete birthday and age-change record, a note receiv- 
able and a premium payment record—all combined on one record sheet. No laborious transferring 
of information to other sections or units thus duplicating.or triplicating your work! The last word in 























13, simplicity! One sheet for each policy providing for the forwarding of totals to succeeding pages 
434,6 making a perpetual Record of your business. If you or your client want any information, you have 
520 it before you and it took only five minutes to record it! 

19 — — ee 
499  . : tae. ano OFF THIS COUPON AND MAIL TO-DAY™ 

P. G. Dallwig, 105 W. Adams St., Chicago. 
I Send at once and without obligation the whole story about the 

a to | Standardized DALLWIG RECORD. Also send price list. 
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“It dignifies your business” 














ACTUARIES 











CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 


354 Pine St. 


Barrett N. Coates . 
San Francisco 


Carl E. Herfurth 








ILLINOIS 
ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary 
Specializing on ates Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
® Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





iNDIANA 


HGH. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

21@5 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, |OWA 





MISSOURI 


OHN E. HIGDON 


ACTUARY 
317 Shukert Bldg., Kansas City, Mo. 
1616 Chemical Bldg. .» St. Louis, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


$3 W. Mth St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 

COUNSELOR AT LAW 

* CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
fe all od 2  - Pre- 


Sree he of Insurance a 
ia _ 
Colcord Bidg. OKLAHOMA CITY 
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SUN LIFE PRESIDENT | 
SHOWS ITS FINANCES 


(CONTINUED FROM PAGE 5) 


Government and municipal bonds yield 
low rates of interest. Aside from occa- 
sional railway and public utility bonds, 
he said the strongest corporations are 
rapidly redeeming their obligations and 
do not need to borrow. Desirable bonds, 
therefore, he said, represent a constantly 
decreasing field. Mr. Macaulay then 
said that for a considerable part of the 
Sun Life’s investment it looks to those 
classes of common stock which are au- 
thorized by the Canadian law. He said 
that bonds of corporations are no safer 
than the stock of such companies as 
Montreal Light, Heat & Power, Amer- 
ican Telephone & Telegraph, Common- 
wealth Edison and others. He said that 
on the common stocks purchased in 
1923 the actual cash yields from these 
last year represented a return of 2.38 
percent on the purchase price, greater 
than the dividends payable on these 
stocks at the time of purchase while 
the average value of the rights and 
bonuses received during the intervening 
five years has amounted to a further 
.38 percent. 
Company Does Not Speculate 


President Macaulay emphasized the 
point that the Sun Life does not specu- 
late. He said it buys to hold its invest- 
ments. It does not sell stock merely 
because it has risen to a high figure. 
Stock exchange quotations, he declared, 
influenced the decision of the company 
as to whether it should buy a’ security 
but not as to whether it should sell. 
He declared that a number of years ago 
he expressed the hope that he would be 
able to announce an increased scale of 
profit to policyholders every year for at 
least 10 years. He said the announce- 
ment is now made for the ninth suc- 
cessive year and he expects to make a 
similar announcement the tenth year. 


TRUSTEED INSURANCE 
PROCEEDS DISCUSSED 


(CONTINUED FROM PAGE 3) 
of using the stock as collateral the 
trustee should be directed to pay any 
outstanding loans at the death of the 
stockholder in order to get possession 
of the stock. Notes should be given by 
the survivors for any balance due run- 
ning over a period of years when the 
amount of insurance does not equal the 
value of the interest. The agreement 
should be drawn up so as to allow for 
future changes that may be necessary. 
and provisions should be made for 
termination of the agreement by mu- 
tual action. 

Becoming Insurance Minded 


The stock purchase trust plan was 
discussed with a specific illustration by 
Leslie G. McDouall, assistant trust offi- 
cer of the Fidelity Union Trust Com- 
pany, Newark. No one questions that 
the value of life insurance, for business 
purposes, has and is becoming generally 
recognized, he said. “Individuals inter- 
ested in ail types of business, particu- 
larly partnerships and close corpora- 
tions, are more and more becoming 
‘insurance minded.’ Twentieth century 
progress compels one to live and think 
insurance. It is a vital part of every 
well rounded estate program.” 

There are numerous arrangements for 
making insurance, for business purposes, 
effective, he continued, illustrating with 
an exemplary plan endorsed by both 
the trust and life underwriting inter- 
ests. The business in question is owned 
and operated by a very few principals, 
the amounts of their interests not vary- 
ing greatly. The stockholders in such 
an enterprise are concerned with two 
very vital problems: First, the imme- 
diate liquidation of a deceased stock- 
holder’s interest at a fair price in order 
that his estate may become independent 
of the business. Second, the acquisition 
of a deceased stockholder’s shares by 
the survivors. 


The plan is made prac- 
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ticable through life insurance. The plan 
assures: Perpetuation of the control of 
the business under present management; 
independence from the position of earn- 
ing dividends for the deceased’s estate; 
no outside interest can intrude by ex- 
change of stock; the independence of the 
estate from the business’s contingencies, 
obviating possible disputes; fixing price 
per share of stock for which inheri- 
tance taxes may be appraised; and the 
actual carrying out of the agreement 
through a bank or trust company. 
Liquidation Inevitable 


Edward M. McMahon, insurance trust 
officer of the Equitable Trust Company 
of New York, gave an address on the 
partnership liquidation trust plan. The 
substance of his paper brought out the 
following points: 

First, a partnership is a contractural 
relationship, and this relationship ceases 
to exist at the death of one of the con- 
tracting parties. Second, the death of 
one partner causes the partnership to 
function only for the purpose of liquida- 
tion of the assets of the partnership, and 
the surviving partners in effect become 
trustees for the benefit of the creditors 
of the partnership- and for the benefit 
of the estate of the deceased partner. 
This, he said, can be anticipated and 
here the life underwriter plays an im- 
portant role. 

Clark Clarifies Confusion 


F. Clark, president of the Na- 
tional Association of Life Underwriters, 
‘larified the confusion of many life un- 
derwriters and trust officers resulting 
from the overlapping advantages of 
optional settlements and trust agree- 
ments. As an expert in business insur- 
ance, Mr. Clark took a hint from the 
broad discussion of business insurance 
which preceding speakers had spoken 
upon and said: “Business jnsurance is 
the greatest single development in the 
life insurance business in the last decade. 
We have learned to sell it as property 
nsurance, however, there is no reason 
why it should be put under the optiona! 
method of settlement of jnsurance com- 
panies. In 20 years’ time the amount of 
business insurance in force will equal 
more than all the other lines of insur- 
ance put together.” Mr. Clark com- 
mented on the most discouraging aspect 
of business life insurance, and that, its 
high lapse ratio, which he quickly added 
could be remarkably reduced by putting 
it under trust agreements. 


PAUL CLARK TALKS AT 
TRUST MEN’S MEETING 


(CONTINUED FROM PAGE 3) 


Paul 


the proper answer is, if there is any 
question about the matter at all, that 
both should be used to the full extent 
of what I call their ‘overlapping advan- 
tages.’ 

“The prosperous American family is 
growing in numbers and in average pxos- 
perity so rapidly that it will take all 
the overlapping which life insurance 
companies and incorporated fiduciaries 
can command to give them adequate 
service, and I believe that a very few 
years will show the absurdity of think- 
ing that either of these great and grow- 
ing financial servants of the American 
people can do the job alone.” 


Five Companies Join Research Bureau 


John Marshall Holcombe, Jr., manager 
of the Life Insurance Sales Research 
Bureau, has just announced the election 
of five new companies to membership. 
They are the All-States Life of Mont- 
gomery, Ala., with President Ben W. 
Lacy as the bureau contact; the Life 
Insurance Company of Virginia, with 
Vice President J. S. Davenport, Jr., as 
contact; the Continental Assurance of 
Chicago, with Vice President G. F. 
Claypool as contact; North American 
Life of Chicago, represented in relation 
with the bureau by Vice President Paul 
McNamara; and the Occidental Life of 
Raleigh, N. C., with Agency Secretary 
Price R. Cross as bureau contact. 
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Penn Mutual Actuaries 


Making Contributions 
to Office Procedure 


WO men in the actuarial department 

of the Penn Mutual have ma le 
valuable contributions to the actuarial 
office procedure of the whole life 
surance field. 

Two years 
originated a 
tables. The 
bound book 
not durable. 
card form, 


Murray 
mean reserve 
old sets, in loose leaf or 
form, were unwieldy and 
Mr. Murray developed a 
with some 70 cards, eac] 
9 by 11 inches, mounted in metal trays 
with a visible index. In this improved 
form he compiled the American Experi- 
ence net 3 percent mean reserve tables 
for the use of the Penn Mutual. About a 
year later the Penn Mutual submitted its 
rew system to the other companies and 
made it available for the use of all. 


Michael P. 


ago 
new set of 


The great saving in time and labor 
effected, as well as the very favorabl 
criticism by companies using these 


tables, indicated a need for similar tables 
on the Illinois standard basis. Now 
Clarence E. Willows, after eight months’ 
work, has compiled the American Ex- 
perience 3% percent tables, Illinois 
standard basis, and has privately pub- 
lished it for use of companies using 
this basis. It is printed by a photo- 


graphic process in similar form, making 

it possible to mount the set in th 

same trays used for the previous set. 
The new system, with its grouping « 


the tables and index, using unusual! 
legible type, makes it possible to us 
the tables without undue eye strain 


and with a saving of 25 percent of tim 





A Real Opportunity 


| 
A large Ohio Life Insur- | 
ance Company can use a | 
capable, experienced man | 
to manage its Claim De- | 
partment. Reply in confi- | 


dence to K-31, care The | 
National Underwriter. 








GENERAL AGENCY OR MANAGERSHIP 
WANTED 


MINNESOTA PREFERRED—By successf 1] agency 
organizer with 7 years organization experience 
Married, age 40. With established Life or Life 
Health and Accident Company, willing to « operate 
in building worth while business. Address K-32. 
care The National Underwriter, 
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“It’s a Good Policy” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 
LOW COST PREFERRED RISk 
POLICY 
New Ownership, Beneficiary and 
Assignment Provisions 


clearly define contractual rights 
of all parties interested 


Completely Revised Plain English 
Policy Forms 


that will particularly appeal to the com 
scientious life underwriter 


Write for Information 


Philadelphia Life Insurance 


111 North Broad Street Philadel pha 
~~ «© 
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Second, the Peoria Life has 











The Peoria Life always regarded its agents with 

| - + faith and confidence, never with 
a | Spirit distrust and suspicion. It re- 
a | serves the right to doubt a man’s 


At the recent annual managers’ Bo : 
| 

M4 D4 arac — f T it 
- | conference of the Peoria Life, ability and character—before 


: << ak ri im. Onc 
e- | ] two outstanding qualities of the ee Pre 
company were set forth: li s 


h- | | the Peoria Life, he is accepted as 
ae | First, the determination of the a part of the company. He be- 























































1¢e 
| management to build a company comes in fact the company in his 
| which should approach the ideal community. It is taken for 
| as Closely as possible. The Peoria granted that he is worthy of 
1 | Life has never been tempted to complete confidence, and every 
= force its growth by doubtful ex- help that will promote his suc- 
= pedients, but has held to sound, cess. 
2 accepted principles in the devel- Operating on such principles, 
ie opment of its business. Its aim the Peoria Life has doubled its 
re has always been to render the business in force, and tripled its ' 
maximum of useful service to its assets, during each five-year 
=f policyholders and its agents. period of its existence. 
y 
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Peoria Life Insurance Company 


PEORIA, ILLINOIS 














WITH THE RIGHT ORGANIZATION LIFE INSURANCE IS A GREAT LIFE WORK 


From every point of view 
the Section embraced by 
- the four States---Illinois, 
- Indiana, Ohio and Missouri 
---is one of the most fertile 
fields for Life Insurance 
selling in the World. 


In these States live one-sixth of the population 
of the United States. Its proportion of wealth 
and prosperity is even greater. 


ll 0 iy 


Life Insurance men in this territory desiring a 
fuller, more personal service get it with The 
Peoples Life (Illinois). 


It is the policy of serving well a relatively small 
but rich territory that sets The Peoples Life 
proposition apart. Our belief that there exists 
a definite need for an organization with such 
a policy is substantiated ZA Bes techy tips toate th 


company founded in 1908 is now en 


by the company’s growth 4] wart regis me oer 


ment. The goal for 1929 is 25 mu- 
lio ns life insurance in force. Men 


during the last fi ve years. Y interested in representing the Conk 


are invited to communicate with 
J. Cotter, Agency Director. 


THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman: President. 
G6.L.Lutterloh: - -Secrefary 





